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This tag gives 


Your Mashes 
THE 


sales story ever told! 


Doughboy Mash Concentrate 
trolled Cereal Gra 
own formula for 


treated soils to make then 
value. They are cut an 
time when they are at th 


potency and mineral c 


Now you can give your poultry mash all the extra advan- 
tages of greens-feeding all year'round! Your poultry-raiser 
customers know these advantages...how greens-feeding 
provides Vitamin A for growth, Vitamin B for proper gas- 
tric tonicity, Vitamin E, essential for normal reproduction, 
Vitamin G for increased vitality. This sensational new in- 
gredient gives your customers the freshest feed they can 
buy, because Doughboy Concentrate contains Controlled 
Cereal Grasses . . . tender, selected grasses grown under 
scientific conditions, then cut at the peak of their vitamin 
potency and mineral content. They’re rich, spring grasses 
—not the vitamin-starved, stemmed and seeding summer 
grasses that chickens get on summer range. Tests con- 
ducted and proved in university experiment stations and 
leading poultry farms show how your own mix, plus this 
vital ingredient will assure faster growth and more eggs. 
It costs nothing to get the facts...to get the inside story on 
the biggest news in concentrates. Mail the coupon today! 


DOUGHBOY MILLS, INC. 


NEW RICHMOND, WISCONSIN 


~ CONCENTRATE 


Doughboy Mills, Inc. 
New Richmond, Wisconsin 


& Please send me, without obligation, the 


facts on Doughboy Concentrate and 
Controlled Cereal Greens. 


Name 
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Hector 
Elevator Co. 


Hector, 


Minnesota 


Photographs courtesy T. E. Ibberson Co., Minneapolis 


View showing overhead installation Dry Feed Mixer (upper 
right hand corner); Valves and Fittings. 


UST completed and added to the elevator 


built 2 years ago, is this new feed mill unit. 


The entire plant is very complete and both units 


are Strong-Scott equipped. 


In the new unit are Strong-Scott Belts and Buck- 
ets; Triple Action Dry Feed Mixer; Attrition 
Mill; Pneumatic System; Radial Distributor; 
Spouting; Head Drive; Special Feed Valves and 
Sackers; Feeder, Scalper & Magnetic Separator; 
Special Drive Machinery for driving boot, etc. 


If you want efficiency, economy and speed, 
it will pay you to thoroughly investigate our 
equipment. Full particulars sent upon request. 


Fverything Jor Every Mill, Elevator 
and Feed Plant — 


STRONY 
‘he Stron Falls, ¢- Scott Mfg £§ Co. SKOTT_ 


FRED H. CHASE, Representative 


Box 124 Oshkosh, Wis. Telephone 8187 
View of Feeder, Scalper & Magnetic Separator, Attrition Mill 
and upper left—slide control. 
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ON THE COVER — Symbol of power 
on the farm for centuries has been the 
horse. Power machinery in recent 
years has, of course, replaced the 
horse to some extent on large farms, 
but there still are horses on numerous 
small and middle sized farms today, 
and we have an idea they will never 
be entirely replaced. In fact, on many 
large farms which abound in power 
machinery the horse is indispensable 
for auxiliary purposes. The horse has 
served mankind well. He is a noble 
animal and deserving of much praise. 
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MOLASSES 


In Block Form 


LAPP’S 


Mineralized Molactas Blocks 
For Cattle, Hogs, Sheep and Horses 


INGREDIENTS 


Dried Molasses and Yeast Solids after Alcohol is 
removed, with added Minerals of Bone 
Phosphate of Lime 
Potassium Iodide — Iron Oxide — Bone Charcoal 
Sucrose — Anise — Copper Sulphate 


THE EASY AND ECONOMICAL WAY 
TO FEED MOLASSES AND MINERALS 


Write for details 


Nevada, Iowa Minneapolis, Minn. 


FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of... 
Wheat 
Wheat Middlings 
Rye Middlings 
Makt Sprouts 
Gnewens Graina 
Linseed Meal 
Soybean Meal 
Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


-——Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asout sacs! 


(Quoted from a Customer's letter) 


“Here comesa bouquet for you 

and your entire organization. 
x vr x It is a pleasure to do 
business with a swell outfit 
like you have.” 


WERTHAN BAG CORPORATION 
NASHVILLE —NEW ORLEANS 


(WERTHAN) 
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Simplest Cheapest 
To Operate To Use 


that Yellow” 


Quality that rates highest and steadily sells at top 
price—that “more yellow” steel-cut which ‘Eureka’ 
sta-sharp knives cut fast and clean—with less power 
—less by-product—less expense for knife-resharpening 
—less attention by labor . . . Fewer bushels of corn 
make a ton of ‘steel-cut’ with a ‘Eureka’. . . America’s 
best-built Cutters, made in several sizes—a capacity 
to suit every mill. 


Ask for catalog B-158 
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Bridges the Gap Between Starting and Laying Mash Seasons 


United with you are traditional ARCADY 
quality and consumer promotion. This plus 
the teachings of all poultry authorities that 
success demands a well-balanced feeding 
program between the starting and laying 
stages means a huge buying market for a 
superior feed — ARCADY GROWING 
MASH. It will put you ahead in summer 


business and your feeders ahead this fall and 


winter with profitable, sturdy, well-devel- 
oped layers. 

ARCADY POULTRY SUPPLEMENTS Grain feed- 
ers can be good customers of yours, too. 
Poultry raisers who have grain know that 
it alone is not a complete poultry ration. 
They buy ARCADY POULTRY SUP- 
PLEMENTS to add to their grain exactly 
what it lacks to make completely balanced, 


result-producing growing and laying mashes. 


ARCADY PREMIUMS 


A new, enlarged ARCADY CONSUMER PREMIUM 
CATALOG is now ready for distribution to your trade. We 
have retained last year’s most popular items and added new 
ones that are sure to click. This program will help you get 
new business and sell more to regulars. 


LABORATORY 


TESTED for All Live Stock and Poultry 


ARCADY FARMS MILLING COMPANY: 223 WEST JACKSON BLVD. CHICAGO, ILL. 
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feed dealer finds 


HAVE two manufacturers, one 
manufacturing a famous line 
of commercial feeds, who spon- 

sor national radio chain programs,” 

declared Grant B. Burman, operator 
of a progressive retail feed concern 
at Polo, Ill. “I find these radio 
broadcasts help my business and I 
think tend to help any man who 
retails these lines. Of course, the 
degree of benefit derived would be 
wholly determined by the degree of 
cooperation shown by the retailer 
himself.” 

Mr. Burman explained that by 
regularly listening to these pro- 
grams and commercial announce- 
ments, the feed dealer can pick up 
many timely merchandising hints. 
By studying the trend of the radio 
advertising the smart dealer can 
keep his local advertising and mer- 
chandising efforts in tune with the 
current efforts of his manufacturer. 

“I try to increase the number of 
local listeners,” the feed merchant 
explained,” by advertising these 
chain radio programs in our local 
newspapers and in posters which 
are rather widely distributed in this 

community. I feel our efforts have 
\ been rewarded by getting more and 

more farmers and their families to 
tune in and it has all reflected it- 
self in more customers for us. If I 
were to select any new line of mer- 
chandise it would certainly be one 
supported by national magazine 
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by manufacturers helps him 


advertising and preferably one with 
radio advertising of the right sort. 
For that matter, I'm a believer in 
advertising of all types. We are 
advertising locally more than we've 
been doing, using the local news- 
papers and circulars.” 

One of the outstanding features 
of Mr. Burman’s feed store is a 
beautiful electric sign of the ani- 
mated variety. First the outline of 
a giant egg appears, then a chick 
starts pipping across the center of 
the egg. Then one side of the egg 
is pushed back and lastly the chick 
steps out. Below is the brand-name 
of Mr. Burman’s line of feeds. Above 
the egg is the name, Burman, in 
big letters. It is one electric sign 
every manager stops to watch when 
in Polo. It advertises not only the 
feeds but the hatchery which is op- 
erated in connection with the feed 
store. 

Mr. Burman has operated the 
business since 1931 and now em- 
ploys seven people. He has found 
it advisable to concentrate all ef- 
forts upon one brand of commercial 
feeds. In addition to commercial 
feeds and his chicks, he sells seeds, 
poultry yard supplies, and a na- 
tionally-advertised line of poultry 
remedies. Approximately a $60,000 
volume of business is done. The 
hatchery capacity is 125,000 chicks. 

“I have a man who has equipped 
himself by home study and obser- 


vation to help farmers in poultry 
culling and to assist in poultry dis- 
ease prevention and treatment,” 
said Mr. Burman recently. “This 
with the advertising help given by 
the remedy manufacturer and the 
contacts we naturally have in this 
business has enabled us to do a 
very nice business along this line. 
Poultry remedies of the right sort 
will aid almost any feed man to 
make new friends and new cus- 
tomers.” 

In the matter of straight merchan- 
dising practices, this feed man is 
one of the most alert and aggres- 
sive in his part of Illinois. No ex- 
pensive manufacturers’ printed mat- 
ter gathers dust and flyspecks 
around his place of business. It is 
all put to work. So far he says he 
has found it possible to use virtually 
all streamers, wall advertising, pla- 
cards, and display material to make 
his store more attractive and to help 
sell more merchandise. For a long 
time he has paid particular atten- 
tion to mailing list revision so it will 
be not only complete but up-to- 
date. Every month a sort of special 
house cleaning takes place in this 
feed store. Everything is cleaned 
up and stock is rearranged for the 
sake of a changed appearance 
which customers appreciate. 

“I always use patriotic colors and 


(Continued on Page Fifty-one) 
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NOW MY HATCHERY HATCHES BUSINESS 


THANKS TO HUBBARD SUNSHINE CONCENTRATE 
AND MY YEAR-ROUND FEED BUSINESS 


Mr. LOUIS HOEHN, owner Madison Lake Hatchery 


Like most hatcheries, we used to close down 
about the first of July. Five months of busi- 
ness and we were done. Five months’ earnings 
aren’t as satisfactory as a full year’s business. 


Three years ago we began to keep our store 
open every month of the year because we had 
built a year-round business with our own 

Mr. Hoehn’s battery of incu- 


brand—“OUR BEST” feeds and mashes made 


play Room are housed in @ the Hubbard Sunshine Way. 

modern building on Main 

Street, opposite the Bank. Ex- 

We believe Hubbard’s Sunshine to be the 
all street traffic. The store and ‘ 

finest Concentrate and the best grain balancer. 


cording to tested formulas, . 
feeds made the Hubbard Sunshine Way. 


and mashes. 


| ee ve Every year we start thousands of chicks and 
Hubbard Sunshine Concentrate 
| and farm grains, blended ac- our breeder flock of turkey hens on our own 


If you want to stay in business 12 months 
of the year, make and sell your own brand of 


feeds the Hubbard Sunshine Way. 
MADISON LAKE HATCHERY 


Write for details of the Hubbard Sunshine 


Way. It’s the most successful plan in the feed 
“The Madison Lake Hatchery is on the Air.’” The High School oy: ads P 
a sounds off — a egg march nae on — Hoehn’s business, because it’s the soundest, most com- 
alf hour on the Sunshine Dinnertime Program. e€ program, 4 4 4 4 vente 
originating in Madison Lake, was piped to Mankato and broad- plete. There is no obligation oa writing for 
cast over Station KYSM. The entire town helped Mr. Hoehn the story of the Hubbard Sunshine Way for 
tell the story of his “OUR BEST” feeds and mashes made the . f 
Hubbard Sunshine Way. the independent eed man. 


Milling Co. 


Hubbard 


EASTERN BRANCH 410 ELEVENTH STREET, AMBRIDGE, PA 
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Why Are Lost? 


ERCHANDISING problems 

occupied the spotlight of the 

Eastern Federation of Feed 
Merchants June 28 and 29 as close 
to 300 persons gathered for the an- 
nual convention of the organization 
at the Arlington hotel, Binghamton, 
N. Y. Interesting speakers from im- 
portant branches of the feed indus- 
try participated in the program and 
helped to make the convention one 
of the most successful in recent 
years. 

The board of directors of the or- 
ganization re-elected a complete 
slate of officers for the ensuing year. 
Heading the list of officers is Albert 
J. Thompson, Wycombe, Pa., presi- 
dent. Austin W. Carpenter, Sher- 
burne, N. Y., continues as first vice 
president, and James H. Gray, 
Springville, N. Y., second vice pres- 
ident. Louis F. Camp, Walton, N. Y., 
was named to the executive com- 
mittee and Louis Thompson, Glen 
Ridge, N. J., was re-appointed sec- 
retary of the federation. 

President Thompson welcomed 
the members on the first convention 
morning and pointed out that the 
federation has constantly cam- 
paigned for measures beneficial to 
its members. He appointed his leg- 
islative and resolution committees 
and called on his brother, Secretary 
Thompson, for his annual report. 

Mr. Thompson outlined in detail 
the work accomplished by the fed- 
eration during the past 12 months 
and told of his activity in the mat- 
ter of legislation in New Jersey. Mr. 
Thompson reported that he had at- 
tended, among other things, a hear- 
ing on the state budget and ap- 


eastern 


dealers find the 


answer to many problems 


peared in behalf of a generous ap- 
propriation for the state agricultural 
college. 

The legislative activity in New 
York state was reported by Vice 
President Carpenter. He told of ap- 
pearing for a budget hearing at 
Albany and said that the Eastern 
Federation of Feed Merchants was 
the only farm supply organization 
appearing at the hearing. Mr. Car- 
penter cited the federation’s fight 
against the government's practice 
of buying some commodities on 
blanket bids for entire counties 
leaving the feed dealer out of the 
picture. 


Mr. Carpenter told how the fed- 
eration had been heard at Albany 
on the matter and that the govern- 
ment agreed that it was unfair but 
that it would be necessary to pass 
an amendment to stop the practice. 

Pointing out that gypsy trucking 
is a growing evil, Mr. Carpenter 
told how bills were passed during 
the last two years curbing such 
practices, but both were vetoed by 
the governor who claimed the laws 
were too weak to be placed on the 
statute books. 


Dr. Alexander Schwarcman, re- 
search director, Spencer Kellogg & 
Sons, Buffalo, N. Y., spoke at the 
noon luncheon and told the part 
played by men of science in the his- 
tory of the world. 

C. W. Sievert, feed expert, Ameri- 
can Dry Milk Institute, Chicago, 


AMONG those at the Eastern convention: top, left, Harry Mc- 
Adams and Karl Hartman, Napthole, Inc.; John V. Nolan, president, 
Southeastern Pennsylvania Feed Merchants association, and Albert J. 
Thompson, president, Eastern Federation; Secretary Louis E. Thomp- 
son reads his report; Chester Conklin (back to camera), Lionel True, 
Gray Milling Co.; Louis Abbott, secretary, Mutual Millers associa- 
tion, and Sam Golden, The Amburgo Corp.; R. C. Borden, the 
Borden Co.; Austin Carpenter, vice president, calls out winners; Mrs. 
S. L. Shanaman, Jr., Honey Brooks, Pa., helps Secretary Thompson in 
selecting attendance awards; F, C. Frey, American Maize, New York, 
and the flag he won; dealers at registration desk; worm's eye view 
of James Ditzler, vice president, Ames-Burns Co., Jamestown, N. Y.; 
William Weaver, Silmo Corp., Vic Jay, National Oil Products, and 
Walter Leary, Leary Grain Co., Minneapolis; Max Cohn, Sunset 
Feed and Grain, Buffalo; and B. D. Simmons, Sussex, N. J., leading 


discussion. 
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opened the afternoon session with 
an interesting dissertation on nu- 
tritional problems. 

Mr. Sievert declared that dry skim 
milk is important in feeds for its 
nutritional and economic values. 
He cautioned, however, that a mere 
smattering of milk in feed does no 
good and that it pays to use the 
recommended amounts to obtain 
results. 

“Milk has a definite nutritional 
value,” Mr. Sievert said. “It contains 
34 per cent protein of excellent 
quality, a substantial amount of 
vitamins and balances of minerals 
and carbohydrates. 

“Economically milk is valuable 


(Continued on Page Fitty-six) 
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--- and Vitamins A and D 


ROM the firing of the first gun in the present world conflict, we have re- 
peatedly assured the feed trade that CLO-TRATE could be depended upon 
at all times‘‘even if the European War may make future adjustments necessary ’’. 


In anticipation of such changes the complete resources of our laboratories 
have, for months, been centered upon solving the problems that would be 

occasioned by an acute shortage of cod liver oil. The result of that research : | 
and study is... | 


SAVIN. 


A COMPANION PRODUCT OF REGULAR CLO- TRATE 


...of exceptionally high quality and one that 
&§ you can use with the utmost confidence when 
fortifying your feeds in Vitamins A and D. 


This new vitamin product complies with the 
definition adopted by the Association of 
American Feed Control Officials, Inc., for a 
Vitamin A and D Feeding Oil, and fully 
meets the rigid standards long ago estab- 


lished by WHITE LABORATORIES, INC. 
CLO-TRATE “200” VITAMIN A & D 
FEEDING OIL is guaranteed to contain not 
less than 1500 U.S.P. units of vitamin A and 
200 A.O.A.C. chick units of vitamin D per 
gram. Every batch is thoroughly checked 
before shipment in our chemical and physical 


laboratories, and is tested on chicks by the 
A.O.A.C. method. 


Write for Particulars 


WHITE LABORATORIES, INc. 


Manufacturers of CLO-TRATE 
and CLO-TRATE “200” VITAMIN A & D FEEDING OIL 


NEWARK NEW JERSEY 
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THE FIFTH COLUMN os The fifth column is just another name for the kind 
IN OUR BUSINESS of fellows we've been talking about for years. 


There are traitors in the business world as well 
as within and among the nations of the globe. 


We have them in the feed industry and you know who they are in your 
territory. Their numbers include manufacturers, salesmen and dealers. They 
are “in the business” but unfortunately do their best to make it unprofitable 
for their customers and competitors as well as for themselves. 


Among the manufacturers, there are still a few who operate as if first cost 
is more important than final results. They may just make a uniformly inferior 
feed or they may shift the percentages of the various ingredients in their 
formulas to meet market conditions but without consideration of feeding value. 
Others, even with good feeds, may sell direct at wholesale in competitive 
warfare which is never constructive and always penalizes the conscientious 
dealers who are honestly serving the territories in which they are operating. 
Thankful are we that, comparatively speaking, there are almost no fifth 
columnists among recognized manufacturers in the feed industry. 


The record among salesmen is not quite as clean. They bore from within 
largely through false promises — of nutritive value, performance, lower cost 
and impossible achievement — and destructive criticism of their competitors 
and competitive products. Salesmen of this type are easily recognized and 
seldom last long in any one territory. 


Dealers are the worst offenders and comprise the largest company in the 
fifth column of the feed industry. They cut prices, refuse to follow market 
changes, grind and mix without profit, deliver without charge, extend credit 
without investigation and knock their competitors almost as over the back 
fences of their respective places of business. 


Retail fifth columnists also buy from every Tom, Dick and Harry without 
consideration of quality or responsibility, they buy from truckers but complain 
about pedlar competition, they talk about “chiselers’ but chisel the firms they 
buy from and cheat their customers, they cry loudly for reforms but are never 
members of the trade association working for their benefit in their area. 


All these accusations have been made many times but now that we are 
fifth column conscious, let’s get rid of the traitors in our industry as well as 
in our country. 
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Prices Are Like Pants 


UCH has likely been said 
at most of 60 previous con- 
ventions about why an as- 
sociation and why every dealer in 
grain and grain products in the 
state of Ohio should be a member 
of the Ohio Grain Mill & Feed Deal- 
ers association. Nevertheless, I am 
going to touch on the subject for a 


short time. 


I feel certain everytime we all 
knock off work for two days, rub 
elbows with each other, exchange 
opinions, find out more about what 
the other fellow is doing, we go 
home resolving to work just a little 
harder; try some of the other fel- 
lows practices which seem to be 
good; and with a resolve to be just 
a little better neighbor to our com- 
petitors. This does in no way mean 
you go soft or easy—just square, 
clean and sleep good. 


There is positively no way in 
which fair and equal laws may be 
enacted and unfair bills may be 
blocked, except by organized 
groups having paid officials to be 
ever on the lookout for bills that 
are just plain absurd that may be 
introduced by some amateur mem- 
ber of our official governing body 
and if you please, many of them 
are amateurs, so far as being com- 
petent to estimate results or practic- 
ability of their pet bill or law if ap- 
plied or turned loose on the ma- 
jority of those it is expected to pro- 
tect or regulate. 


How long do you think it would 
have taken an individual and how 
much money to have corrected the 
man lift ruling, or the 1917 ruling 
on income tax which was just plain 
ruinous confiscation. It seems to 
me that the recent North Dakota 
law assessing 50 cents per ton of 
feed and a license fee of 20 cents 
per ton is a striking example of 
what can happen and all be over 
before many of those directly affect- 
ed know it or can do a thing about 
it... unless they are represented. 
The news pages of the daily papers 
furnish plenty of reasons why every 
man in every trade or profession 
should be glad to be a member of 


keep them up says ohio 
president h. r. wooley 


The Feed Bag is now official publication of the Ohio Grain, Mill & Feed Dealers 
association and all members of that organization will, beginning with this number, 
receive every monthly issue of the magazine. 
This makes the fifth feed trade association which The Feed Bag serves as official 


publication. The others are the Central Retail Feed association, the Eastern Federa- 
tion of Feed Merchants, the New England Retail Grain Dealers association and the 


Western Grain & Feed association. 


Negotiations making The Feed Bag official publication of the Ohio Grain, Mill & 
Feed Dealers association were completed at the recent 6lst annual convention of 
that organization held at Columbus, June 17 and 18. The Feed Bag is proud to be 
more closely identified with the Ohio association which is one of the oldest and 
most active grain trade organizations in the country. 


his association, paying his own 
way. 

Since our apparent adoption of 
the trial and error system of govern- 
ment administrational of public af- 
fairs, gentlemen, you have to be 
good if you remain the pole horse. 

About 1924 Andrew Mellon —a 
much criticized man while living — 
wrote and had printed at his own 
expense a book on taxes which was 
free for the asking. I only remember 
one quotation in this. He said, “The 
power to tax is the power to ruin”. 
Whether you admired Mr. Mellon or 
not there never was a more true 
statement written. He failed to 
arouse much interest and said at 
that time that he doubted if he 
could. 

It had not been so long ago that 
we had a 5 cent government. 5 
cents for tax; 30 cents for re-invest- 
ment in insurance, securities or lux- 
uries; 65 cents for living needs. To- 
day we have a 30 cent government; 
65 cents for living; 5 cents for in- 
vestment. We have two bureaus 
in the department of agriculture; 
one telling the farmers why they 
should raise smaller crops and one 
which tells them how to raise big- 
ger ones, which are costing over 
$300,000 a year. . 

There are very few country points 
today that are not paying from 
$1000.00 up in taxes on real estate, 
book accounts, social security, un- 


employment, note interest, indus- 
trial insurance; gasoline tax, sales 
tax, oil tax, and other taxes. Many 
of these same places, after allowing 
a fair salary as recompense for their 
own services and they certainly are 
entitled to that, are earning much 
less, and taking all the risk, than 
the government is taking without 
any risk. 

In spite of all this, there seems to 
be a determination among the 
trade today to try to do business on 
less margin and more overhead. 
There may be a part of my follow- 
ing remarks that some of you may 
not approve, but after all, it is just 
plain common sense to conduct a 
harmonious, lasting business that 
you can turn your back on a few 
days without the walls falling 
down. 

Set a fair price on your product 
and get it. Prices are like pants... 
you have to keep them up to be 
respectable. 

Den't do business on the theory 
that regardless of profit you took it 
away from the other fellow. You 
both lose. Anyone can sell real 
bargains. 

The highest form of salesmanship 
is nothing but service. 

Don't over-bid yourself. Set a 
fair price when you bid on grain 
and stay with it. Remember the 


(Continued on Page Forty-four) 
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This Oil Processing Plant of Napthole, Inc., Boonton, N. J., provides VITAND with facilities for quality and quantity output. 


You Think Along Higher Quality 
VITAND 


If you know that the quality of feed ingredients is the prin- 


cipal builder of customer satisfaction— WI T IN 
If you realize that the prices paid for poultry feeds can er 3000 400 
be forgotten soon, while the feeds’ quality is under observa- re 
tion until the sack is emptied— A Vitamin A & D Oil 
If you recognize the repeat sale as the bringer of the for Poultry Feeds 
cheeriest profit in all selling— contains minimums of 3,000 U.S.P. units 
of vitamin A and 400 A.O.A.C. chick 
units of vitamin D per gram... . 
If you consider that the costs for mixing, packaging, — i processed under chemical and. biological 
storing, handling, selling, etc., remain practically the same 


on all grades of feed ingredients— 
—then you are well aware of the genuine merit in quality a oA 


merchandising, and will find VYTAND to your liking. 


VITAND’S ambitions are toward the constant bettering of 
A and D oil quality. At the same time its price is in line... and 
a small quantity in feeds gives a big performance. 


Ask the nearest distributor listed below .. . what 


Write for new Vitand Folder — 
VITAND can do for your feeds. ofl 


Write to NAPTHOLE, Inc., Boonton, N. J. or these distributors: 


NORTHRUP, KING & CO., Minneapolis, Minn. KING BROTHERS, Philadelphia, Pa. 

JESSE C. STEWART CO., Pittsburgh, Pa. SAM KRAUS, Fort Wayne, Ind. 

HAYNES MILLING CO., Portland, Ind. WOOSTER FEED MFG. CO, Wooster, Ohio 

V. E. HERTER CO., Dayton, Ohio FARLEY FEED CO., Janesville, Wis. 

CORN BELT SUPPLY CO., Sioux City, Iowa CHARLES SCHAEFER & SON, Brooklyn, N. Y. 
RYDE & COMPANY, Chicago, III. BRACKETT GRAIN CO., Ft. Worth, Texas 
FOSTER-KENDALL CO., Carmel, Ind. ATLANTIC SUPPLY CO., Baltimore, Md. 
MATHEWS & FRITZ CO., Los Angeles, Cal. ORIENTAL MILLS, Manitowoc, Wis. 


Also Warehouse Stocks at: CHICAGO, ILL. @ INDIANAPOLIS, IND. @ LANSING, MICH. 
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The same reliable 


VITAMIN 


REG .U.S.PAT. OFF. 


LACTOFLAV/IN SUPPLEMENT 


easy to handle 
easy to store 
easy to mix 


cies that your formulas now 
specify—combined with regular Flaydry. This 
combination gives you the extra nutritional 
value of milk’s B-G group of vitamins along 
with your Vitamin D from cod liver oil and 
other fish liver oils. Flaydry D is guaranteed in 
A.O.A.C. chick units of Vitamin D per gram. 
Borden's certificate of guarantee assures you 


of the D potency purchased. 


Flaydry D is an economical source of Vita- 
min D. Furthermore, it is easy to use, easy to 
store, easy to mix. Write for information on 
how you can save money by using Flaydry D 


in your poultry feeds. 


HE BORDEN COMPANY 


Special Products Division 


0 MADISON AVENUE, NEW YORK, N. Y. 


eu4e 


Flaydry D brings you “dry” 
Vitamin D in the same poten- 


GROWTH - HATCHABILITY - EGG PRODUCTION 


National Grain Men 
Meet October 14-15 


Members of the Grain & Feed Dealers 
National Association who plan to motor 
to the annual meeting in Louisville, Ky., 
on Oct. 14-15, are able to combine a con- 
vention trip with an unusual sight-seeing 
trip, says Rees Dickson, director and chair- 
man of the host committee. 

“Few trips offer so many sight-seeing ad- 
vantages”, he says. “Near to Louisville is 
the old Rowan homestead, “My Old Ken- 
iucky Home”, now a state shrine. Also a 
short drive from Louisville is the log cabin 
in which Abraham Lincoln was born; the 
area rich in scenes connected with the 
boyhood of Lincoln. 

“Near Louisville, at Bardstown, Ky., is 
St. Joseph's church with its famous paint- 
ings, gifts of Louis Phillips of France, who 
spent part of his exile near this spot. An- 
other Kentucky place of natural wonder is 
the Mammoth Cave, with its 150 miles of 
charted passages. 

“Visitors at the 1940 convention in Louis- 
ville will have plenty of entertainment. On 
the first evening our convention members 
will be guests at one of Kentucky's famous 
horse shows, where some of the finest sad- 
dle stock of the state will be shown. There 
will be additional entertainment events, for 
both men and women.” 

Mr. Dickson adds that a large attendance 
is expected at the Louisville convention 
this fall. Large groups are being formed 
in the Ohio River States for group attend- 
ance, and it is believed that the attendance 
at the convention from Southern states will 
be the largest in a number of years. 

FEED MAN DIES 

Henry R. Wilber, well known in the feed 
industry, died at Jamestown, N. Y., June 26 
after a long illness extending over a two 
year period. 

Mr. Wilber was head of the Wilber Feed 
Co. and a staunch supporter of feed as- 
sociation work. He was one of the founders 
of the New York Retail Feed Dealers as- 
sociation, later the Tri State Retail Feed 
Dealers association, and now the Eastern 
Federation of Feed Merchants. He was also 
active in the Mutual Millers and Feed 
Dealers association. 

The funeral was held in Jamestown, June 
29, from the family home. The Eastern Fed- 
eration of Feed Merchants convention, in 
session at Binghamton, passed a resolution 
of condolence, and also recognized again 
Mr. Wilber’s long service to the industry. 

-- -— 
BIG PIG CROP 

Wisconsin had a slightly larger spring 
pig crop in 1940 than was estimated, ac- 
cording to the Wisconsin Crop Reporting 
service, but the number of sows expected 
to farrow this fall is expected to be less 
than those last year. The spring pig crop 
this year is estimated at 2,102,000 head, 
the largest in the state since 1926. About 
162,000 cows are expected to farrow this 
year, as against 169,000 last year. 


@ DELAWARE MILLS, Deposit, New York., 
have taken over the Hinman plant at De- 
posit, thus increasing their mixing capacity. 
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Our Free 


HREATS of war and uncomfort- 

ably hot weather cast a spell 

over the more than 400 per- 
sons gathered at the Neil house in 
Columbus for the 61st annual con- 
vention of the Ohio Grain, Mill & 
Feed Dealers association on June 
17 and 18. 

The program was well planned 
to command the interest of every 
delegate and the capable speakers 
were given close attention but be- 
tween the mopping of perspiring 
brows everybody was wondering 
and anxiously asking: What's going 
to happen next? What will it do to 
my business, to my country, to my 
family and to my friends? 

Several of the speakers, particu- 
larly the president of the associa- 
tion, H. R. Wooley, Pickerington 
Mill, Pickerington, and Albert H. 
Krueger, Millers National Federa- 
tion, Washington, D. C., attempted 
partial answers to these questions. 
Their addresses are published else- 
where in this issue of The Feed Bag, 
and at the conclusion of the Con- 
vention the delegates adopted reso- 
lutions asking congress to remain in 
session during the present emergen- 
cy and to prevent this country’s ac- 
tive participation in the war. Other 
resolutions endorsed the Institute 
for Fair Competition, petitioned 
congress to grant the same privi- 
leges to independent grain opera- 
tors as are now available to coop- 
eratives and thanked the officers, 


must be defended declare 
ohio grain and feed men 


the speakers and the trade press. 

L. G. Bradstock, Farmers Grain & 
Milling Co., Wellington, was elected 
president to succeed Mr. Wooley 
who becomes chairman of the gov- 
erning board. Elton Kile, Fred Kile 
& Son, Kileville, was named first 
vice president; H. E. Frederick, Scott 
Mills, Inc., Marysville, second vice 
president, and W. W. Cummings, 
Cummings & McAlister, Columbus, 
secretary-treasurer. 

H. W. Applegate, Mennel Milling 
Co., Toledo, was elected to the gov- 
erning board which also includes 
G. E. O’Brien, O’Brien Milling Co., 
Greenville; F. E. Watkins, Cleve- 
land Grain Co., Cleveland; L. R. 


Waits, L. R. Watts Elevator, London; 
E. A. Fitzgerald, Early & Daniels 
Co., Cincinnati; and L. A. Gilliland, 
Gilliland Grain & Coal Co., Van 
Wert. 

Progress of the association dur- 
ing the past year was reported by 
Secretary Cummings at the open- 
ing session on Monday morning fol- 
lowing the invocation by George 
North, North Bros., Groveport. The 
association, according to Mr. Cum- 
mings, held six district meetings, 
participated in discussions with 
AAA officials with respect to grain 
storage contracts and wheat loan 


(Continued on Page Forty-three) 


AT the Ohio convention, from left to right, top row: George Rice registers 
while S$. L. Rice, Metamora, and F, E, Watkins, Cleveland, have badges pinned 
on by J. J. Svehla, Columbus; Dr. R. M. Bethke, Wooster; President H. R. 
Wooley, Pickerington, and Secretary W. W. Cummings, Columbus; Mrs. E, J. 
Gossard, London, Mr. and Mrs. Myles Turner, Lancaster, and Mr. and Mrs. 
C. V. Thomas, Columbus; officials of the Ohio Grain Dealers Mutual Fire In- 
surance Co. including E. O. Teegardin, Duvall, and L. R. Watts, London, direc- 
tors, J. W. Huntington, Columbus, secretary-manager, J. H. Motz, Brice, presi- 
dent, and S, L. Rice, vice president; L. J. Dill, Columbus, and J. L. Dickinson, 
Chicago; second row: C. B. Weydman, Buffalo, and L. A. Gilliland, Van Wert; 
Mrs, Dwight North, Groveport, Mr. and Mrs. Wm. Hockman, Canal Winches- 
ter, Miss Dorothy Boving, Canal Winchester, Mrs. T. J. Campbell; new presi- 
dent L. G. Bradstock, Wellington; Mrs. W. M. Myers, Lockbourne, Mr. and Mrs. 
H. L. Hockman, Canal Winchester, Mr. and Mrs. Edward Hockman, Logan; 
Mr. and Mrs. R. S. Castle, Columbus; L. Oesterle, Ashville; Mr. and Mrs. E. E. 
Borror, Ashville, A. M. Peters, Ashville, and Mrs. Ray Latham, Unionville Cen- 
ter; bottom row: Mrs. Galen Kirkpatrick and Robert Kirkpatrick, Ashville, Miss 
Suzanne Hayes; E. P. Short, Lima, and Pete Turner, Marion; past presidents 
R. H. Brundige, Kingston, and G, E. O'Brien, Greenville; the new officers, 
President Bradstock, First Vice President Elton Kile, Kileville, Second Vice Presi- 
dent H. E. Frederick, Marysville, and Secretary Cummings; Mr. and Mrs. 
Wooley, Mr. and Mrs. Bradstock and Miss Hayes. 
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INDIANA 

Dwiggings & Sons Alfalfa mill, New 
Paris, is nearing completion. 

Vogel Feed store, Batesville, has opened 
for business under the management of 
Albert C. Vogel. The firm handles a gen- 
eral line of feeds. 

Wilford Aylor and Anthony Meyer have 
acquired the Acme Milling Co., Aurora. 

Ralph Stewart and Noel Whitacre have 
opened a feed mill at Dunkirk. They built 
a new mill and installed new equipment. 

Chester Kramer has built a new feed 
mill at Grandview and held a grand open- 


lege Corner, has purchased the F. Miller 
Coal, Feed and Grain Co. 

Edward -Throckmorton, 71, Franklin, 
owner of a feed and seed store, died May 
1 after a lingering illness. 

Bloomington Feed Co., Bloomington, was 
destroyed by fire recently. 

Bolin & Richards Feed store has moved 
into a new location. 

Burnettsville Elevator, Burnettsville, has 
installed a new corn cracker. 

Poseyville Feed & Grain, Poseyville, in- 
stalled new equipment recently. 


ing recently. 


oo -— 


Warren Coal & Feed Co., Muncie, has @ THOMAS W. FISHER, 85, West Chester, 
just been remodeled and new feed mix- Pa., feed and grain merchant died recently 


ing machinery installed. 


after a lingering illness. He had been in 


College Corner Lumber Co., West Col- business over 50 years. 


Sell the Feed that Builds 
MORE GRADE NO. 1 BIRDS! 


| 


PUSH STERLING Turkey Balancer 


Have Your Radio 
on Every Day at 
7 A. M. 


Join the thousands of farmers 
who follow Clellan Card’s 
wisecracks daily over 
WCCO at 7 A.M. See how 
Northrup-King boosts sales 
for Northrup-King Dealers! 


for MORE PROFIT! 


Here’s a feed that fits in with this 
season’s turkey-raising problems — 
pushes the birds to market faster at 
less cost. Sterling Turkey Balancer 
is a protein, mineral and vitamin 
blended concentrate that does an 
outstanding job of building grade 
No. 1 turkeys. It is balanced for 
mixing with farm grain. 35% pro- 
tein, low fiber. A money-maker for 
the feeder—a money-maker for you! 


NORTHRUP, KING 2. CO. 


Minneapolis, 


DEPENDABLE 
SINCE 1884 


Minnesota 


Hedrick Appointed 
To New Post 


Carl B. Hedrick, formerly vice-president 
and sales manager of General Distributing 
Co., Newton, Kansas has been appointed 
special sales repre- 
sentative of Sim- 
monds & Simmonds, 
Inc., Chicago. Mr. 
Hedrick will work 
from his Newton 
office, and will 
carry out complete 
sales promotion 
programs for hatch- 
eries, flour mills 
and feed mills, and 
will cover  staies 
west of the Missis- 
sippi. Mr. Hedrick 
has a wide acquaintance among hatchery- 
men, feed dealers and mill executives and 
has a wide knowledge of the field. 


OHIO 

Ward Walton and Wayne H. Myers, 
Upper Sandusky, have acquired controlling 
interest in the Wm. Gregg & Son elevator. 

Peoples Elevator & Supply Co., operat- 
ing elevators in Fremont and Kingsway 
recently paid four per cent dividends to 
stockholders. 

Wilbur H. Griner, for sixteen years of 
the Versailles Grain Co., has become man- 
ager of the Pikeville Elevator. The latter 
firm is being equipped with new machinery. 

Snyder Feed Co., Massillon, has opened 
for business, with Oliver Snyder in charge. 
The firm will handle a general line’ of 
feeds. 

Eshelman Feed, Inc., Washington C. H. 
has been formed with Robert D. Musser, 
Herbert Eshelman and John W. Eshelman 
as incorporators. 

Andrew Hook has opened the Hook Feed 
store, Beverly. 

MINNESOTA 

Forest Brown, Zimmerman, is rebuilding 
his mill which was recently destroyed by 
fire at a loss of $20,000. 

Frank E. Crandall, 73, president of Hub- 
bard & Palmer Elevator Co., Mankato, died 
recently after an illness of several months, 
following an automobile accident. 

Farmers Cooperative Elevator Co., Bloom- 
ing Prairie are erecting a $25,000 coopera- 
tive soybean processing plant. 


PUBLISHES BOOKLET 

The Wisconsin Alumni Research Founda- 
tion, Madison, Wis., has announced a pub- 
lication entitled “Iodine—Its Necessity and 
Stabilization in Salt, Limestone and other 
Carriers.’ This report presents a new pro- 
cess for the stabilization of iodine in iodiz- 
ed carriers. 

The foundation has designated Merck & 
Co., Inc., manufacturing chemists of Rah- 
way, N. J., as sole licensee with adjunctive 
authority to sublicense and to introduce 
the stabilization process into commercial 
practice. Further importance of this inven- 
tion, derives from the fact that in some 
states a declaration of the iodine content 
must appear on the label or feed tag. 
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planned research unlocks 


Riches Earth 


for use of mankind 


HAT feed dealers say and 

do about livestock feeds, 

directly influences the pros- 
perity and welfare of the farm pop- 
ulation. In Wisconsin nearly 10 per 
cent of the gross farm income goes 
for the purchase of feed. It has 
been estimated that in 1939 Wis- 
consin farmers bought about $25,- 
000,000 worth of feed, while the 
total farm income for the state was 
close to $275,000,000. 

Agricultural experiment stations, 
in this and our neighboring states, 
are only one type of public agency 
supported by the federal govern- 
ment and the respective states, 
which have as their purpose the 
aid of agriculture and the advance- 
ment of farm people. 

The teaching of agricultural stu- 
dents who come to the campus, and 
the carrying of information to farm 
people in their home communities, 
are functions of the colleges of ag- 
riculture. The agricultural experi- 
ment stations have a relationship 
to the colleges of agriculture, but 
their task is a specialized one — 
they are expected to harness sci- 
ence and make it serve farming 
and farm people. They find the new 
facts which make college teaching 
and extension work possible. 

The American public, more than 
50 years ago, recognized that sci- 
ence was the best tool available 
with which to raise the standard of 
living of the nation’s population. 

Manufacturing corporations grew 
in size and in resources. They set 
up research departments that de- 
veloped more and more new mar- 
vels that gave direct evidence that 
science was the new frontier, the 
development of which would bring 
wealth and well being to our peo- 
ple. The western frontier of free 
land might be gone, but the new 
frontier of science offered oppor- 
tunities of profit, and of material 
benefits, far beyond the most opti- 
mistic dreams of the pioneers. 
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But this industrial development 
in the cities threatened to leave 
farm people dependent on the same 
crude methods which farm folks 
had used for centuries. Individual 
farms were too small, and the in- 


A talk made June 3, 1940, at the 
annual meeting of the Central Retail 
Feed Association, Inc., Hotel Schroe- 
der, Milwaukee, Wisconsin, by Noble 
Clark, Associate Director, Agricultur- 
al Experiment Station, University of 
Wisconsin, Madison. 


come of particular farm families so 
limited, as to make impossible the 
conduct by farmers themselves of 
research related to agriculture. 

Recognizing the dependence of 
the whole population on the farm 
enterprise to provide such essen- 
tials to life as food and fibers, the 
public decided that agricultural re- 
search should and would be car- 
ried forward at public expense. Re- 
search was given great impetus in 
the federal department of agricul- 
ture, and agricultural experiment 
stations were established in each 
of the 48 states. Both federal and 
state funds support the work of 
these state agricultural experiment 
stations. 

Less than a hundred years ago 
blight destroyed most of the potato 
crop of Ireland, and thousands of 
Irish peasants died from lack of 
food. Agricultural science has now 
driven from the civilized world the 
fear of famine which has haunted 
and devastated mankind since the 
beginning of time. 

Research has made the unpro- 
ductive soils bloom. It has devel- 
oped plant strains resistant to heat, 
to cold, and to diseases, and in- 
creased their yields manyfold. The 
cows of our grandfathers gave but 
2000 pounds of milk annually—only 
a little more than a calf requires. 
A good dairy cow today gives five 


NOBLE CLARK 


or six times as much milk as this. 

The largest benefits of agricultur- 
al research have gone to consumers 
—to the taxpayers who have paid 
the bills. We Americans have food 
not only in more generous amounts 
than was ever before available to 
a people, but it also is of much 
better quality than our forefathers 
even imagined was possible. Health 
promoting foods are now available 
the year around that previously 
could not be obtained except dur- 
ing their local season, even by the 
rich. When I was a boy, fresh eggs 
were a luxury in winter, to be fur- 
nished the sick, or purchased by 
those with large incomes who could 
afford to ignore the price. 

Nor is there any indication of di- 
minishing returns from our invest- 
ments in agricultural research. On 
the contrary, the benefits seem to 
grow greater with each passing 
year. Every time we learn a new 
secret of nature it gives us a lever 
with which to pry into the unknown 
for new information. 

Artificial insemination of dairy 
cattle is no longer a laboratory mir- 
acle. Today cooperative breeding 
rings in ten Wisconsin counties are 
providing facilities which permit 
using the semen from only the very 
highest quality bulls on over 12,000 
cows. This program of artificial in- 
semination is economically feasible 
in large part because of discoveries 
by workers at our station who per- 
fected methods which permit stor- 
age and transportation of the se- 
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WHAT DO YOU MEAN "FAMILY" OF COD LIVER OIL ? 


WHY THAT'S THE"GORTON FAMILY" 
CONSISTING OF THREE KINDS OF 
OIL,EACH WITH A DIFFERENT 

| POTENCY AND PURPOSE. 


cOD LIVER OIL 


“Grade A” “FeedingOil” 
3000 “3000 2000 A 1000 A 
in 


WE HAVE THE ANSWERS! 


If you have any questions about Cod Liver 
Oil — what potency is advisable for your 
needs—how to get the most for your money 
—what quantity is necessary—etc., the best 
people to ask them of is the oldest and largest 
cod fisheries in America, GORTON-PEW 
FISHERIES COMPANY of Gloucester, 


Massachusetts. 


The New England By-Products Corp. and 
its sales agents as listed below are the sole 
representatives for GORTON’S Cod Liver 
Oils . . . and are in a position — no matter 
what world or local conditions are — to 
render the best possible service and quality!! 


Write for all information you need to the 
agents listed below or our Boston address. 


NEW ENGLAND BY-PRODUCTS CORPORATION 


177 Milk Street SALES AGENTS: BOSTON, MASS. 
E. F. MORRIS, Minneapolis, Minn., 4949 C.J. SKILLIN, Cranford, N. J., P. ‘ia Box 384. 
Vincent Ave S. W. DOUTHITT, Newcastle, 
BLATCHLEY & BALLARD, INC., Middlee ZEHR & CO., Pettisville, Ohio 
Conn. WILLR ETT, De Kalb, Tl, 218 Oak St. 
Ss. SPAULDING, Patchogue, L. I., N. Y., N. McCONNEY, Omaho, Neb., 802 Leav- 
77 Rose Ave 
A. TRAYHAN, Schenectady, N. Y., 1041 cook. CO., Los Angeles, Cal.. 
o BREN Ave McGarry St. 
ENNEMAN, Akron, Ohio, 531 Boyd HERMITAGE FEED MILLS, Nashville,Tenn. 


ACTON COMPANY, 600 S. Delaware 
3; T. ‘SEXTON CO., Kansas City, Mo. Ave., Philadelphia, Pa. 


men for as long as 150 to 200 hours. As a 
procedure by means of which farmers can 
improve the production of their herds, this 
new process offers more promise, yes, I 
can even say assurance, than any other 
factor which has been within their reach. 
In my judgment artificial insemination is 
destined to do as much to improve the 
quality, and increase the uniformity, of 
our dairy herds as the development of the 
baby chick industry did in changing farm 
poultry from the old barnyard mixed flocks 
you and I remember as boys. 

You dealers know something of what 
research and invention have done for the 
feed industry. Fifty years ago there was 
no feed business as we know it today. 
The local miller ground feed for his farmer 
customers, but there were no mixed dairy 
feeds, egg mash, tankage and all the rest 
of the items that make up the modern feed 
business. Science and invention have cre- 
ated all these. 

A generation ago even the best scientists 
thought all there was to feed could be 
classified as proteins, fats, carbohydrates 
and minerals. This was then true also of 
the doctors in evaluating foods for human 
consumption. 

Animal nutrition workers at the Wiscon- 
sin station were among the first to suspect 
that more was involved than these four 
factors—and out of their investigations, 
and those conductéd in other research in- 
stitutions, came the discovery of vitamins 
and their role in health and disease. Not 
only has livestock feeding been the gainer 
by these findings, but you and I and other 
humans throughout the world are better 
nourished today. 

At our Wisconsin station we discovered 
the process of ultra-violet irradiation to 
impart vitamin D. This finding is now in 
world-wide use, and offers an inexpensive 
way of wiping out the disease of rickets 
which for centuries has afflicted more than 
a quarter of the children raised in the 
temperate regions of the earth. 

The disclosure that copper is an essential 
for animal growth opened up an easy 
method of preventing thumps in little pigs, 
and has enabled physicians to cure baffling 
cases of nutritional anemia in humans. 

Within the past year the discovery by 
Elvehjem and his associates, that one of 
the vitamin B factors is nicotinic acid, has 
enabled livestock men to prevent and cure 
certain animal diseases, and has put in 
the hands of the medical profession the 
pure vitamin, ten cents worth of which will 
cure a bad case of pellagra, the debilitating 
disease which annually afflicts about 400,- 
000 Americans, particularly the poor whites 
and negroes of the South. 

Down through the years since Babcock’s 
early achievements, research workers have 
demonstrated that science could reduce 
the hard work of farming, improve the 
yields, and increase the profits. To scorn 
the results of research, because the profes- 
sors were not farmers, was no longer a 
popular attitude when it was those farmers 
who used the results of science most in- 
tensely who were the most successful in 
their farming operations. 

In barely six years after the release of 
hybrid corn from the Wisconsin station, no 


(Continued on Page Forty-eight) 
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Turkey 


HEN it comes to advertis- 
ing the merits of the feed 
we sell,” says genial Rex 

Thompson, Springfield Sales Co., 
Springfield, Mo., “we find it far 
more profitable to show folks than 
to just tell them.” 

Which is why he and his partner, 
George Clarkson, raise turkeys as 
a sideline. 

Each spring a flock of poults are 
taken out to George’s farm, put 
into brooder coops such as are used 
by other turkey raisers thereabout, 
and the exact number of them not- 
ed. They are then fed carefully. 
& record is kept of all feed eaten 
and its retail cost. 

Counting of the flock is done reg- 
ularly and losses noted. 

In the fall the fattened birds are 
marketed and record kept of pound- 
age sold and money received for 
same. And with all this data on 
hand, profit or loss is easy to com- 
pute. 

Such a flock helps these feed 


dealers answer many questions that 
prospective customers ask: Do a 
larger percent of poults live when 
fed good feed? Do they mature 
quicker? Pound for pound, will 
good feed put more weight on a 
turkey in a given time, than some 
other feed? Since the flock and all 
figures on it may be seen by any- 
one at any time, most folk figure 
these things out for themselves. 
The firm's feed mill is almost 170 
feet long on the side facing the 
railroad track. Four, forty foot cars 
can unload there at the same time. 
The warehouse has a floor space of 
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helps springfield sales co. 


show that good feed pays 


about 5000 square feet. The mill 
part is four stories high with a 12,- 
000 gallon molasses tank under it. 
The truck loading platform on the 
back is now seventy feet long. 

Their machinery is adequate too. 
A Great Western corn sheller, a 
Schutte hammer mill, a Richardson 
automatic scale, two, one-ton up- 
right Haynes mixers, a molasses 
mixer, and an Allis-Chalmers nat- 
ural gas motor are part of the 
equipment. 

And since the day this modern 


LOWER, left to right: 
Rex Thompson, Spring- 
field Sales Co.; the mill; 
a customer inspects the 
flock; a turkey pen. 
George Clarkson, who 
handles the farm end of 
the combination. 


equipment was installed, both the 
business and profits of Springfield 
Sales have steadily grown. Last 
year they sold 600 tons of poultry 
feed alone. 

And with the molasses mixer they 
put out their own brands of cow 
feed. Ozark Pride and Ozark Maid. 

In addition to products manufac- 
tured under brand, Springfield 
Sales Co. handles shelled corn and 
corn products, tankage, bran, shorts, 
and about twenty carloads of salt 
per year. 

In addition to this test flock of 
turkeys which they maintain, 


Springfield Sales Co. uses another 
service idea. They keep in their 
employ a college trained poultry 
expert whose services are avail- 
able to any poultryman upon call. 

Last Thanksgiving the partners 
marketed 978 birds. This year's 
flock of poults number 1040. 

The Thompson-Clarkson partner- 
ship caters entirely to local rural 
trade within a radius of not over 
sixty miles. Their mill, where their 
Good Will Feed is made, stands 
directly beside the Missouri Pacific 
tracks on the western edge of 
Springfield and within easy dis- 
tance of farm-to-market roads. Here 
for nine years Mr. Thompson has 
handled feed. 

This expert will inspect and cull 
a flock. He will answer questions 
on housing and feeding. If there is 


disease present he will diagnose 
and treat it. This service is avail- 
able to any poultryman within the 
firm's trade area. 

“We simply show the poultryman 
that we are interested in his suc- 
cess,” smiled Mr. Thompson, ‘and 
he responds by being interested in 
curs. This service has certainly in- 
creased our sales.” 


@ CONSOLIDATED Flour Mills Co., Wichi- 

ta, Kan., is erecting a $150,000 elevator. 

@ GROTEWOLD'S Hatchery, Buffalo Cen- 

ter, Ia., has purchased the Van Gerpen 

feed mill. 
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Controls 


ROUNDWORM 


{(ASCARIDIA LINEATA) 


Nicotine Product 


Contains Nicotine in Measured Amounts 


The nicotine in MASH-NIC is in a special “‘shockless” form 
(U. S. Pat. No. 2,033,495). It is always present in uniform, 
scientifically measured amounts. It is unaffected by age. 
It is easy to mix—so fine in texture that it adheres well to 
particles of the mash, minimizing separation or sifting to 
the bottom of bag or hopper. 


Flock Continues to Grow and Lay 
The nicotine in MASH-NIC is not released until reaching 
the fowl’s intestines, killing roundworms (Ascaridia lineata) 
where they live. It is tasteless, odorless and non-volatile. It 
will not slow up production nor hinder growth. 


You can make extra profits by 
mixing MASH-NIC with your 
feeds—by recommending it and 
by selling it separately for home 
mixing. Get all the facts today. 


WRITE 


TOBACCO BY-PRODUCTS 
& CHEMICAL CORPORATION 


INCORPORATED 


Louisville, Kentucky 


3926 


A common ball end percolator handle 
top makes very practical light tell-tale 
hole cap. Very little illumination is neces- 
sary and it can be seen from almost any 
odd angle. 


To save difficult wiring or where it can- 
not be done conveniently, a hole is often 
made thru doors, partitions and other en- 
closures to enable one to see whether a 
light is in use or off. Such holes or open- 
ings are of course as small as possible and 
covered with glass or other quite trans- 
parent medium. If the glass is flat, it is 
hard to see light passing thru it from many 
points about a large room and from a dis- 
tance. The above photo shows the quite 
novel and practical use of an ordinary ball 
shaped percolator handle or cap. Not much 
of a hole is necessary to sink and secure 
the round lower part into the wood of a 
door, trap or other surface. 


Due to the lens like nature of the piece, 
the least bit of light back of it will be pick- 
ed up, magnified and become clearly visi- 
ble from almost any angle the piece can 
be seen at all. Such glass tops or pieces 
can be inexpensively obtained at any 
household novelty counter. 


DISTRICT MEETINGS 

The Missouri Grain Feed & Millers asso- 
ciation held a number of district meetings 
in June, according to A. H. Meinershagen, 
secretary. 

The first meeting was held June 20 at 
Higginsville, Chas. Peterman of the Mis- 
souri agricultural conservation committee 
explained the uniform grain storage agree- 
ment, and a general discussion followed. 
A meeting was held at Pattonsburg, June 
27 and others are scheduled for the near 
future at Louisiana and Carthage. These 
meetings are said to be well worth while 
in bringing to dealers’ door steps the dis- 
cussion of grain and feed problems. 
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quality and service help 


and Lesch 


earn profit every year 


OU'VE got to modernize for 

profit and quality,” says Mr. 

John H. Kroll of Kroll and Lesch 
Milling Co., Fort Madison, Iowa. 
“During the past seventeen years 
we have constantly modernized our 
plant by installing the best new 
equipment possible. Not only to 
improve our products, but also be- 
cause better equipment lowers pro- 
duction costs through increased 
plant efficiency.” 


“Ours was among the first mills 
to go to electric power, which was 
installed in 1914 immediately after 
the hydro electric power plant at 
Keokuk was built,” Mr. Lesch 
added. 


Although built in 1896 by Fred 
J. Kent who, in turn, sold to the 
Krebill brothers from whom the pre- 
sent owners, John H. Kroll and Ed. 
L. Lesch bought in May, 1922, the 
mill is still in excellent condition. 
They have never reported a single 
fire loss. The mill proper is four 
stories high, exclusive of basement; 
the building 40x140 feet. 

Here they do general milling — 
flours, feeds of all kinds, custom 
grinding, and jobbing. ‘Beside 
ourselves, we have six full time 
employes. Some of them having 
been with us twelve or fourteen 
years,” Mr. Lesch informed me. 


“Our first material installation 
was a double bleaching system, 
and new rebolting system,” Mr. 
Kroll said. ‘Since then, we have 
forged steadily ahead. In 1933, we 
were forced to add a 40x40 addi- 
tion which doubled our flour and 
feed storage, and brought our total 
storage up to 14,000 bushels.” 

To say what machinery or in- 
stallation had been the greatest 
help of all proved to be a most 
difficult question. They said, ‘our 
bag closing machine has paid for 
itself over and over again in con- 
venience and appearance of the 
bags, with tight, strong closures. 
We have practically all the latest 
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type feed machinery necessary for 
a modern grinding mill, and con- 
sider it all indispensable—double 
motor attrition grinder with a 2500 
pound capacity and 24 inch plates; 
steel corn cutter; oat huller; cob 
crusher, and the like, but—” 


They finally decided their electric 
mixer for concentrates and other 
formula feeds was the greatest sin- 
gle help of all. 

“It has not only increased our 
business materially, but the quality 
of our feeds, too,” Mr. Lesch ex- 
plained. “We now average about 
two ton daily of mixer feeds. We 
have our own formulas for a com- 
plete line of milling feeds, includ- 
ing dairy feeds, concentrates, and 
poultry feeds comprising a starter, 
grower, and laying mash, all sold 
mainly under our familiar blue and 
gold K & L trademark.” 

“Our mixer feeds keep the mill 
running,” Mr. Kroll added. “We 
keep three five ton trucks on the 
road all the time, and can't keep 
up with our by-products this year. 
Our one salesman covers territory 
within a 75 to 100 mile radius, 
making from 25 to 30 accounts 
daily, and recovering his route 
about every two weeks. I wonder 
if this isn’t a record! 


“The day he takes an order, our 
trucks start out to make delivery. 
We believe our biggest sales assets 
are: 

1. QUALITY of merchandise. 
2. Freshness of merchandise. 
3. Service. 

4. Price—last and least of all. 


“In this day most farmers are 
converts of the balanced ration 
theory,” Mr. Lesch explained. “But 
they are converted to K & L feeds 
after a fair trial because these are 
definitely better feeds. We do not 
mill as closely as some mills do, 
and use only quality grain. We 
mill both hard and soft wheat.” 

“You see,” they explained, “we 
try never to lose sight of the fact 


ABOVE: John 
and Ed. L. Lesch who 
work hand in hand to 
please farmers and make 
profit for themselves in 
the feed business. 


H. Kroll 


that our customers MUST ALSO 
MAKE PROFITS, whether they be 
retailers, or feeders. No miller 
stands alone. Our success is de- 
pendent in great measure upon the 
other fellow’s success.” 

“Although about seventy five per 
cent of our business is wholesale,” 
Mr. Kroll added, “we have a cus- 
tom milling business which pulls in 
trade from a radius of 75 miles 
through Iowg, Illinois, and Missou- 
ri. Many of these customers we 
see but once a year when they 
bring in wheat, and take away 
flour in exchange. We use a sta- 
tionary piece for custom grinding. 
Custom grinding has built up con- 
siderable good will for us. The 
consistent excellency of our pro- 
ducts has established a growing 
clientele of permanent customers 
who return year after year with 
their wheat, corn, and buckwheat 
for custom milling. 

“Farmers who come to our mills 
for feed or custom grinding are al- 
ways intensely interested in our 
activities. We secure many new 
customers in this way for our deal- 
ers. By suggestion, it is possible 
to encourage people to better feed- 
ing methods, and therefore greater 
profits. Profits is a language any 
man can understand!” 

“Besides our own milling activi- 
ties, we are jobbers for various 
lines of farm products. We handle 


(Continued on Page Forty-two) 
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ROM POULTS to profits is a short, but hazardous, 
F period. That’s why feed manufacturers are partic- 
ularly careful about the ingredients that go into their 
turkey mashes. These mashes must be right—if poults 
are to grow fast, develop rapidly, get to market in 
minimum feeding time. 

Today’s feed manufacturers long since recognized 
the vital importance of vitamins A and D in turkey 
mashes. More than that, they know how essential it is 
to have these vitamins from a rich, depend- 
able source—so that guaranteed vitamin 
A and D potency may contribute to poults’ 


RELIABILITY 


XADOL 


LTS TO PROFITS 


number of feed manufacturers for turkey starting, grow- 
ing and breeding mashes. Feed manufacturers know 
that its guaranteed potency—3,000 (or more) vitamin A, 
U.S.P. XI units, and (400 or more) vitamin D, A.O.A.C. 
chick units, per gram —is an “insurance policy” of po- 
tency ... dependability. 

Over a long period of years, Squibb has found that 
their exacting quality policy pays. We seldom lose a 
customer who is really concerned about quality. And 
we are constantly winning new friends. 

For turkey mashes, for poultry mashes, 
Exadol’s dependable guaranteed potency is 
of vital interest to you. We urge you to 


NN 


health and growth. 
Such a guaranteed source is Squibb—a 
name you can trust. 


{UNIFORMITY 


investigate. Exadol is offered on contract 
at firm prices, for three months’ delivery. 
Write for full facts. Mail the coupon for new 


EFFICACY 


Exadol*—Squibb’s High Potency Vitamin 
A and D Feeding Oil—is used by a large 


*© 4 trademark of E.R. Squibb & Sons 


EXADOL 


HIGH POTENCY 
ITAMIN A AND D FEEDING 


Eastern Sales Agents — 
THE O.K. COMPANY 


_ Mid-Western Sales Agents 


Atkins & Durt sou THOMPSON-HAYWARD CO. 
165 John Street, New York E 29th and Southwest Bivd. 
1524 S. Western Ave., Chicago se Kansas City, Mo. 
Pacific Coast Sales Offices 
E. R. SQUIBB & SONS 


San Francisco, Cal. 


Los Angeles Seattle, Wash. 


portfolio, “Squibb’s Contribution to Vitamin 
Feeding.” 


SQUIBB — a name you can trust 


E. R. SQUIBB & SONS 
Veterinary and Animal Feeding Products Division 
745 FIFTH AVENUE, NEW YORK CITY F.B.-7 


Please send your new Portfolio,“Squibb’s Contribution 
to Vitamin Feeding”. I understand this places us under 
no obligation. 


Name 


Address 


City . State. 
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Ouerhead Cost 


ORE important than mere 

volume sales, more import- 

ant even than magnificent 
show places, is—profit. Every mill 
operator and feed dealer is entitled 
te that. Whether he specializes in 
custom grinding in a small mill or 
diversifies with a complete line of 
products which modern farmers 
need, he can hardly be called suc- 
cessful if he deprives himself of a 
profit, even though his sales reach 
into high figures. 

Sometimes higher profits can be 
obtained through expansion, but 
isn't it a fact that such increases in 
sales are often gained at the ex- 
pense of profit, due to higher sell- 
ing costs in over-lapping territories 
which invite unscrupulous compe- 
tition? 

In hundreds and perhaps thou- 
sands of communities which are 
strictly rural, the opportunity for 
higher profits comes through the 
use of cost-reducing equipment. In 
such a combination, sales and 
profits go hand in hand. 


A good example of this procedure 
is the Lee Feed Mill at Metz, Indi- 
ana just on the border of the Ohio- 
Indiana State line. Mr. Lee has op- 
erated this mill since 1919. Born 
and reared in this community and 
a farmer himself until he started this 
business, he has built a good busi- 
ness—something akin to that older 
order in commercial service which 
can best be described as a com- 
fortable business. In other words, 
steady profits through the steady 
grind of machines in his plant in 
this little hamlet miles off the beat- 
en traffic lanes. 


Here he has found and earned 
security in operating his mill on 
the same lot beside their comfort- 
able home. Mr. Lee still owns a 
good farm which he rents, and is 
one of the farmers among the many 
satisfied customers he serves. 

From the beginning, Mr. Lee rec- 
ognized the importance of holding 
over-head expenses to the lowest 
possible minimum, but without in 
any case sacrificing service. The 
location itself was selected with 
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results when 


you have proper 


equipment says lee of indiana 


this idea in mind—where property 
values were not excessive—taxes 
low—living costs reasonable. 


Next, but equally important, he 
believes thoroughly in the proven 
theory that good equipment pays. 
He draws trade from as far as 25 
miles away. Most of his custom- 
grinding business comes from pros- 
perous farmers in a 6 or 7 mile 
radius. In addition, he handles and 
does a good volume of business on 
several well known local lines of 
white flour, buckwheat, commercial 
salt, mixed chop feed and concen- 
trates. He does not handle seeds 
other than garden seeds. 


The main major mill equipment 
consists of a Saxon cereal mill, Blue 
Streak hammer mill and Monarch 
attrition chopper and a corn sheller. 

Nine years ago Mr. Lee put in a 
40 h.p. heavy duty type diesel pow- 
er plant. “We had to do it to solve 
our power problem. For example, 
the utility required a minimum bill 
of $50 per month for motor driven 
equipment. That was a fixed ex- 
pense whether we used the power 
or not. If we used more than the 
minimum of course we would have 
to pay the excess for additional 
current used. This cost was out of 
line with economical operation. 

Based on our daily load — the 
cereal mill is in full time operation 
— we were assured of adequate 
power at all times, dependable 
power at a definite saving in pow- 
er costs with the diesel 40. In all 
these essentials, our diesel has 
come up to and exceeded the mak- 
er’s claims during the 9 years we 
have used it. Power costs, includ- 
ing depreciation, cylinder oil, re- 
pairs and fuel oil, the latter at 8 
cents per gallon, are less than half 
the minimum cost of electric pow- 
er. This, in spite of the fact that this 
community carries a lower k.w.h. 
rate than many other localities. 


The engine is a single cylinder 


and operates at 300 rpm. The plant 
is not hooked up with electric gen- 
erator, but delivers power direct to 
driving shaft, the various machines 
being operated by the belt and 
pulley system. Engine is started by 
compressed air, which is equivalent 
to electric self starter. Utility power 
is employed for lights only, no small 
motors being used in the mill. This 
arrangement has been economical, 
dependable and satisfactory, ac- 
cording to Mr. Lee’s experience. 
“Every feed dealer must adver- 
tise his business in some form or 
another to keep his customers com- 
ing back month in and month out, 
and to create new customers,” Mr. 
Lee declares. “Each dealer should 
employ the method in promoting 
sales that best suits his individual 
territory and his individual set-up. 
I thoroughly believe in advertising, 
but the kind that suits my business 
best is the advertising of my cus- 
tomers who like our products so 
well, and prize our service so high- 
ly that they tell others about it. 
“That, I believe, is the best kind 
of advertising I can employ. What 
others think and say about you 
goes much further than anything 
you can say about yourself, or your 
own business. This is achieved by 
an undeviating program of friendly 
relationship among your customers, 
treating them with the ultimate in 
honesty — furnishing top quality, 
guaranteeing that quality, getting 
out the material promptly when 
promised, and as claimed. We have 
no newspaper in our little village. 
We use no direct mail, but en- 
deavor to make our products and 
service so desirable that once a 
customer begins with us he stays 
year after year and tells his friends 
how they can rely upon our word 
today, tomorrow and next year.” 
@ WILSON Grain Co., Sulphur Springs, 


Ind., has remodeled its warehouses, in- 
creasing storage capacity 50 per cent. 


£ 
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Respond 


to the sunshine of service 
fink of illinois discovers 


ERVICE work has been the 

principal reason for the 

growth of the branch feed 
store and hatchery of the Illinois 
State Hatchery at Mason City, IIl., 
of which Mr. and Mrs. Eugene Fink 
are managers. 

Mr. Fink has a fine background 
for the business. He operated a 
farm for a number of years. As a 
specialty while on the farm, he 
raised show poultry. He has a cup 
presented by ex-Governor Len Small 
for the best display of poultry at a 
show and another cup given by the 
Mason County Breeders’ associa- 
tion for the best pen at another 
show. In addition, he has numer- 
ous ribbons won at various shows. 

While raising these show birds, 
he attended the Salisbury poultry 
school. With an experience of this 
sort, he attracted the attention of 
state agricultural officials and 
worked for nine years with the 
state poultry department in select- 
ing breeding flocks. 

This knowledge and experience 
is now standing him in good stead 
in conducting the feed and hatch- 
ery business. “Service work,” he 
says, “is what has built our busi- 
ness to five or six times what it 
was when we commenced business 
in 1932. It has brought us many 
new customers from people who 
had not been trading with us but 
who had called on us when having 
trouble with disease in their flocks 
or with operation of brooder equip- 
ment. The brooder stove is a very 
important feature in raising poul- 
try. Its operation can make or break 
the poultryman. It is one of the 
things we always check up when 
we are called to do service work. 

“We stress absolute sanitation in 
our service work. Poor sanitary 
conditions are to blame for many 
of the troubles that beset the poul- 
try grower. If the grower buys 
chicks which have come from 
healthy flocks, follows a proper 
feeding program, sees that the san- 
itary conditions are perfect and has 
his brooder stoves and other equip- 
ment operating perfectly, he need 


have no worry about his flock.” 

Mr. Fink makes no charges for 
his services, no matter how long 
they may take or how difficult the 
job may be. Oftentimes the service 
work is a real simple matter. For 
instance, he went out on one ur- 
gent call at a very busy time. It 
took him two hours to go out and 
back. The only trouble was a loose 
bolt in the brooder stove, which 
took about five minutes to fix. But 
he saved the grower’s chicks and 
this simple service has paid good 
dividends in good will. 

“People for whom we do service 
work,” says Mr. Fink, “naturally 
feel an obligation toward us and 
they give us the preference in buy- 
ing their feeds and growing stock.” 

Oftimes the service work is di- 
rectly connected with the feeding 
program. One customer who had 
a large flock, was induced by a 
salesman to change to another feed 
which was considerably cheaper. 
Many chicks began to die. In his 
extremity, the grower called upon 
Mr. Fink to investigate. He recom- 
mended a return to the original 
feed and the death losses ceased. 
No salesman can talk cheap feeds 
to this grower any more. 

While the reporter was in the 
store, @ man came in and asked 
for a formula, using a supplement 
along with home-grown grains. Mr. 
Fink figured the formula out in a 
few minutes and the customer pur- 
chased the suggested supplement. 
When he had gone, Mr. Fink said: 
“This man became a customer of 
ours a year ago through some serv- 
ice work we did for him. Since 
then he has asked our advice all 
the way through and has been very 
successful with his flock.” 

By doing this kind of work, Mr. 
Fink has built up a large clientele 
of satisfied customers. He now has 
115 large flock owners on his list 
to whom he regularly sells feeds 
and chicks and from whom he buys 


hatchery eggs. Next year he will 
have from forty to fifty more. 

To prove his point of low mortal- 
ity among the flocks he services, 
Mr. Fink drove the reporter to two 
flocks close to the village. Both 
flocks were of white leghorns. One 
flock of 800 had lost just 7 chicks 
and the other of 700 had lost just 6, 
a loss in both cases of less than 1 
per cent. “The owners of these 
flocks,” said Mr. Fink, “purchased 
their chicks from us and have fol- 
lowed up the feeding program we 
suggested to them vigorously, using 
our feed exclusively. It would be 
hard work for any salesman of 
competing feeds to get these own- 
ers to change feeds. The records 
made by growers soon pass from 
grower to grower all over our terri- 
tory. Many new customers are se- 
cured without our doing a thing to 
get them outside of service work 
done for others.” 

The feed handled by Mr. Fink, 
while not nationally advertised, is 
well known in Illinois, where it is 
manufactured. In addition to this 
line, several specialties from other 
lines are handled. About 80,000 
chicks annually are sold from the 
store. 

Hatchery eggs are purchased 
from those growers who buy their 
chicks here and who follow out the 
feeding and management program 
suggested by Mr. Fink. Two years 
ago a cream buying station was 
installed. From 28 to 30 cans of 
cream a week are bought. “The 
cream business has helped in sell- 
ing feeds,” says Mr. Fink. “It has 
brought some customers to us who 
might otherwise never have come 
in for feeds.” 

Mr. Fink runs a small display ad 
in the local village newspaper each 
week. These ads do not always 
feature feeds but everybody 
brought in by an ad featuring any 
product handled are potential cus- 
tomers for feeds. This is the only 
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Both Mr. and Mrs. Fink are pop- 
ular with the young people of the 
community. They cultivate this 
friendship for itself but find that it 
pays dividends in their business. 
They are prominent in church and 
school activities. They keep a 
truck for pick-up and delivery pur- 
poses. This they loan to young 
people whenever they have to have 
a truck for anything connected with 
school or civic events. This practice 
is appreciated by the young people 
and many a feed order has resulted 
from parents of these young people. 
In addition, it is building business 
for the future with these young 
people. 

Mr. Fink is out on service calls 
much of his time. Mrs. Fink spends 
most of her time in the store man- 
aging the business. A daughter in 
high school works in the store Sat- 
urdays. An extra man is employed 
much of the time. 

Business this year so far is about 
10 per cent ahead of last year. 
April and May doubled last year’s 
business and if this keeps up, the 
year’s business will be much better 
than 10 per cent. 

The business enjoyed by the firm 
has been built up almost entirely 
upon the reputation achieved in 
doing service work. While this 
work takes much time, Mr. Fink 
says the results are more lasting 
than the same amount of time spent 
in soliciting business. It has also 
eliminated the necessity of formal 
advertising to any extent. “There 
is no question,” he says, “but that 
word of mouth advertising is much 
more effective than any other kind 
in selling feeds. Our service work 
gives us this type of advertising in 
generous measure. To service work 
we owe the reputation and the 
business we have achieved.” 

APPOINT DR. MORGAREIDGE 

Dr. Kenneth Morgareidge, former grad- 
uate research fellow and chemistry instruc- 
tor, University of Rochester, has been ap- 
pointed to the staff of the vitamin labora- 
tories of the National Oil Products Co., 
Harrison, N. J., according to an announce- 
ment by Perc S. Brown, vice president in 
charge of vitamin operations. 

Dr. Morgareidge has had a number of 
papers published on Vitamins A and D. 
His researches have extended into the 
fields of optics, pharmacology and toxi- 
cology. in addition to vitamins and nutri- 


tion. He is also interested in the clinical 
aspects of nutritional problems. 


THE FEED BAG — July, 1940 


“MAIN” AND “TRACE” MINERALS 
EASILY ADDED TO FEEDS WITH 
LIME CREST CALCITE FLOUR 


Feeds Need to Be Mineralized—Fortified in Minerals—the Same as They 
Are Fortified in Other Nutritional Factors 


Feed manufacturers regularly add additional amounts of certain 
nutritive factors to feeds where they know that the original per- 
centages of these factors have been reduced because of processing 
of feeding stuffs that are used in feed manufacture. 


ADDING MINERALS 
IS STANDARD PRACTICE 


Most progressive feed manufacturers are 
agreed that the addition of minerals to 
feeds is necessary. The Lime Crest Way 
is a simpler way as hundreds of manufac- 
turers have discovered. Lime Crest Calcite 
Flour helps manufacturers to mineralize 
feeds at low cost and to include the main 
minerals needed in technically correct 
amounts. The Lime Crest Way provides 
for the necessary thoroughness of blend- 
ing these minerals by using special equip- 
ment to produce uniform results. 


“TRACE” ELEMENTS ARE 
ESSENTIAL TO LIFE 


There are more than 90 elements known 
to science, and all material things in this 
universe, living or inanimate, are made of 
these elements, singly or in combinations. 
At least 36 of the elements are associated 
with the processes of life. 

More than a score of these elements have 
been found regularly present in the milk 
and tissues of animal species, and at least 
18 are fully established as essential to all 
animal life. Science is constantly establish- 
ing proof of the importance of additional 
mineral elements in nutrition. Many of 
these minerals occur in foods in extremely 
small quantities—some as small as 50 parts 
or less per million, and are therefore called 
“trace” elements. 

The presence of the various elements in 
food and biological materials is deter- 
mined by chemical analysis. Improvement 
in analytical technique during recent years 
has made possible the determination of 
minute amounts of minerals which previ- 
ously could not be accomplished. 


“TRACE” MINERALS’ PLACE 
IN PRACTICAL FEEDING 


Manganese, once a “trace” mineral, has 
found its place in both poultry and animal 
feeding. Iodine, Iron, and Copper are 
“trace” minerals that are known now to be 
fully as essential to life as any of the more 
abundantly occurring elements. Boron, 
Zinc, and Cobalt in their turn are being 
studied and significant findings are being 
reported. Many more such “trace” mineral 
elements today are unknown quantities in 
nutrition — their exact body functions re- 
main to be established. 


LIME CREST CALCITE FLOUR 
HAS “TRACE” ELEMENTS 


Nature’s own mixture of “trace” min- 
erals is present in every hundred pounds of 
Lime Crest Calcite Flour. The Calcite 
Crystals of Lime Crest’s unusual mineral 
deposit contain natural deposits of “trace” 
mineral combinations, along with the main 
Calcium content. 

This rich store of natural “trace” ele- 
ments, deposited by Nature, is available at 
no additional cost to the feed manufacturer 
who uses Lime Crest Calcite Flour. 


THESE ARE THE 
LIME CREST PRODUCTS 


Minerals in Lime Crest Calcite Flour are 
blended to your formula specifications. 

Regular Lime Crest Calcite Flour is 
used by many feed manufacturers to sup- 
ply to poultry and animal feeds desired 
levels of true crystalline Calcium Car- 
bonate, preprocessed to a powder form of 
the fineness of flour which blends easily and 
uniformly throughout the feed mixture. 

Lime Crest Iodized Calcite Flour pro- 
vides, in addition to Calcium, an efficient, 
dependable means of putting effective levels 
of Iodine into the ration with a degree of 
accuracy in blending not readily attainable 
by costly and troublesome pre-mixing in 
the mill. 

Lime Crest Manganesed Calcite Flour, 
similarly, makes it easy for the feed manu- 
facturer to fortify his product with Man- 
ganese, efficiently, and without added mix- 
ing cost, 

Lime Crest Maniodized Calcite Flour 
conveniently combines the nutritive values 
of Calcium, Iodine, and Manganese in one 
Lime Crest product, pre-proportioned to 
the feed manufacturer’s specifications. 


ADD MINERALS TO YOUR FEEDS 
THE EASY, LIME CREST WAY 


Learn more about The Lime Crest Way 
of adding needed minerals to feeds. There 
is no obligation. For full information on 
Calcite Flour, Manganesed Calcite Flour, 
Iodized Calcite Flour, or Maniodized 
(Manganese and Iodine) Calcite Flour 
address: 


LIMESTONE PRODUCTS CORPORATION 
OF AMERICA, Box 6, NEWTON, N. J. 
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JOHN SIEGRIST 


E have found that our bul- 

letin boards help bring 

many people to our store,” 
says John Siegrist, proprietor of 
Gardner Produce Co., Mason City, 
Ill. “We use three bulletin boards. 
Two of these are for the two brands 
of feed we sell and the other lists 
all the items we buy. 

“Our place of business was start- 
ed 22 years ago as a cream-buying 
station. Finding that this activity 
alone was not profitable, the pro- 
prietor later added buying of eggs 
and poultry. He then figured that 
if he added something to sell, con- 
nected more or less with the items 
he was buying, he could add sub- 
stantially to his profits. Therefore 
he added feeds to his lines. Eight 
years ago I took over the business 
but operated it under the same 
name. We handle two nationally- 
known brands of commercial feeds. 
In addition, we sell the various 
items that farmers mix with their 
feeds. We also buy cream, eggs, 
poultry, hides and wool. 

“All of these activities bring 
many people to our store. But by 
the use of our bulletin boards we 
attract many others who do not 
come in on purpose to buy or sell 
something but to see what changes 
there are in the market by looking 
at our prices. 

“We do everything we can to 
make it convenient for people to 
see our boards, especially the one 
listing items we buy. To do this 
we have the board attached to a 
large easel. This easel sets on the 
floor directly inside the store en- 


provide 
interest 


trance. This is the most convenient 
spot possible. It takes but a minute 
for the farmer to open the door and 
look at the board. If he is in a hur- 
ry he does not even have to say a 
word. However, most of the people 
who come in to see our buying 
prices usually remark about the 
changing market and this enables 
us to ask them about their feed 
needs. 

“The floor is much more conveni- 
ent for the board than having it on 
the wall. In addition, it is much 
more convenient for us as the prices 
have to be changed from day to 
day. If on the wall, the board might 
be neglected because it is more 
trouble to take it down frequently. 
By having it right in front of us we 
can change it without any trouble. 

“The boards listing prices of feeds 
we have on the wall in close prox- 
imity to the easel board. Immedi- 
ately upon receiving notice of 
changes we correct the boards. 
Bulletin boards are of no value un- 
less they are changed with every 
change of prices. 

Mr. Siegrist’s cream business 
takes considerable of his time, a 
total of 3,000 gallons a month being 


BULLETIN BOARDS 


Feeds 
26% Mash Supplement........ 3.05 
40%, Hog Supplement ........ 2.80 
40% Hog Supplement Pellets.. 2.85 
Gal 25lbs. 1.10 


Can Be Purchased on Contract 
We Pay To The Farmer Today 


6¢ 
Leghorn Springs ............. 17¢ 
6¢ 
White Rock Springs .......... 22¢ 
Barred Rock Springs .......... 22¢ 
Colored Rock Springs ........ 19¢ 
7¢ 
24¢ 


constant point of 
in illinois store 


handled. Eggs average 20 crates 
weekly and poultry from 5000 to 
6000 pounds monthly. 

Mr. Siegrist runs a display ad 
each week in the local newspaper. 
The concern for which he buys 
cream furnishes postal cards to 
mail out to cream customers and 
prospects. Occasionally he sends 
out a few personally written cards 
to feed prospects. 

“The big thing that any advertis- 
ing method accomplishes is to bring 
people into the store,” says Mr. 
Siegrist. The real business of sell- 
ing is done after they are in. Our 
various buying activities, especially 
our cream business, bring in cus- 
tomers frequently. Our bulletin 
boards are closely scanned by our 
regular customers. In addition, they 
bring in many others who come to 
see market changes. They are very 
effective in bringing people in—the 
rest is up to us.” 

NAME DISTRIBUTOR 

The Snow Brokerage Co., 3039 E. 12th 
St., Los Angeles, Cal., has been appointed 
dstributors for Silmo vitamin products, ac- 
cording to a statement by A. J. Gill, sales 
manager and assistant secretary of Silmo 
Chemical Corp., Vineland, N. J. 

Mr. Gill further stated that distribution 
of Silmo products in southern California 
will be under the personal direction of 
Homer W. Avey, manager, feedstuffs de- 
partment, Snow Brokerage Co., Mr. Avey 
started his career as a banker but entered 
the feed business about eight years ago. 

Mr. Avey's department specializes in the 
sale of home-grown products. The firm has 
been doing some very interesting sales- 
promotion in popularizing the use of bar- 
ley which is grown locally in preference 
to yellow corn. 

BECOMES BROKER 

Guy H. Coons, well known to the feed 
trade throughout Wisconsin, has entered 
the brokerage business with offices at 647 
West Virginia street, Milwaukee, Wisconsin. 
Mr. Coons will specialize in the handling 
of crushed oyster shell and blackstrap mo- 
lasses. He has been associated with Geo. 
E. Keiser, Milwaukee sugar broker, for the 
past twelve years and prior to that was 
Wisconsin representative of the Gulf 
Crushing Co. 
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SPEEDING FEED 


EASTERN DISTRIBUTORS FOR 


E. R. Squibb & Sons 
EXADOL 


3,000 or more Vitamin A and 
400 or more Vitamin D units 


EXADOL “800D” 


6,000 or more Vitamin A and 
800 or more Vitamin D units 


VioBin Corporation 
REX WHEAT GERM OIL 
A cold processed, extracted 
oil, rich in Vitamin E 
Pabst Brewing Co. 
PABST'S BREWERS DRIED YEAST 


Contains 20,430 Int’! units 81, 
18,160 gammas Riboflavin and 
158,900 gammas Nicotinic Acid 


California Packing Corp. 
REGULAR BIOTOL 


Not less than 85 Vitamin D 
and 600 Vitamin A units 


‘SUPER BIOTOL 


Not less than 3,000 Vitamin 
A and 400 Vitamin D units 


VITAMIN A OIL 
25,000 U. S. P.X1’A” units 
per grom 


THE FEED BAG — July, 1940 


N A HIGH-POWERED racing car, it’s not the body, but the precision 
working of the motor under the hood, that determines its speed. 
And, in a modern high-production dairy, poultry or stock feed, it's 
what's inside that counts most. That's why successful feed manu- 
facturers pay particular attention to the quality of the ingredients 
that go into their feeds—and that's why they have come to rely 
on Atkins & Durbrow for their vitamin oil requirements. 


Today, Atkins & Durbrow is recognized as the House of Vitamins. 
In representing such quality manufacturers as E. R. Squibb & Sons 
(“A name you can trust’), California Packing Corp. (Packers of the 
famous Del Monte Products), the VioBin Corp. (Producers of Rex 
Wheat Germ Oil) and the Pabst Brewing Co. (Producers of Pabst 
Brewers Dried Yeast), Atkins & Durbrow is able to offer the finest 
quality vitamin products in the field—and at prices that meet 
every requirement. 


With sales representatives operating from centrally located cities 
east of the Mississippi, and with local warehouse stocks in many 
distributing centers, Atkins & Durbrow is prepared to give unex- 
celled service in filling your vitamin requirements. 


Before you make any further commitments for vitamin products, 
we urge you to see the A & D representative. You will find him 
the type of man you like to do business with—a true representative 
of a quality house. 


ATKINS & DURBROW, rnc. 


(Proprietors of The OK Company) 


165 JOHN STREET, NEW YORK, N.Y. 


CHICAGO BOSTON DETROIT 
1524 South Western Avenue 177 Milk Street 3023 Vicksburg Avenue 
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Wisconsin 


A SERIES of July barley meetings for 
grain shippers, dealers and thresher- 
men has been arranged by the Milwaukee 
Grain & Stock Exchange, the extension 
division of the Wisconsin college of agri- 
culture. and the grain inspection division to assemble at the places listed for a dis- 
of the United States department of agri- cussion of barley rod row demonstration 
culture. plots. Professors George M. Briggs and 
The purpose of the meetings is to discuss R. E. Vaughn of the University of Wiscon- 
problems of the new barley crop from the sin will be in charge. 
thresher to the ultimate buyer. The plan is July 15, at Rochester, Wis., in the Agri- 


LET 


Complete Your 


Substantial Foundation 


of Feed Values, 
Dependability and 
Assured Sales and Profits 


Vitamin “A” and Vitamin “D" ADEQUACY is absolutely 
secured, by the addition of SILMO to feeds, and today 
the well informed public demands a satisfactory guar- 
antee that all Poultry and Live Stock Feeds shall be 
adequately and properly fortified against Vitamin “A” 
and Vitamin “D” deficiency. 
For twenty years SILMO has marched in the front rank of Poultry Progress, with 
the development of the Poultry Feed Industry, introducing and supplying Vitamin 
Products of Guaranteed Uniform Content and ithe Highest Quality. And even now, 
under the stress of foreign warfare, SILMO is prepared to make prompt deliveries 
on all orders, through the advantages of extensive world-wide connections with 
the most dependable Vitamin sources. All our imported oils and crude materials 
are tested chemically and biologically, and processed under the most modern 
scientific control; and present market con- 
standards of selecti ion. 
SILMO ection and preparation 


There is a SILMO Product 
Chemical and Biological to Fit Your Particular Requirement 
€ ABOR ATORIES The SILMO Products listed below are standard; 
for Testing and Research 


we are also prepared to supply special lots, guar- 

anteed to conform to specified potencies. Write 
Ours was the first organization 
in the Industry to establish up- 


us as to your requirements. 
XX Guaranteed 400 A.O. A.C. 
to-date, fully equipped labora- SILMO.- 
tories for the control of quality 


“——~ Chick Units of Vitamin D 
and 3,000 U.S.P. Units of Vitamin A per gram. 

and purity, and for research in 

Vitamin nutrition. 


POULTRY-D— Guztanteed 85 A.0.A.C. 
Control Tests for Vitamin “A” 


Chick Units of Vitamin 

D and 850 U.S.P. Units of Vitamin A per gram. 
are conducted regularly with 
a rats, as directed by the 


VIT-D-100. A Vitamin D supplement in 
S.. Pharmacopoeia, and for 


powdered form. Guaranteed 
4 100 A.O.A.C. Chick Units of Vitamin D per gram. 
Vitamin ‘“D” with chicks by 

A.O.A.C. Regulations. The guar- 


A Vitamin A Oil. Guaran- 
anteed Vitamin Content is uni etry inoag teed 6,700 U.S.P. Units of 
formly present in all LM Vitamin per gram 
Products. 


meetings are set 
for july 15 - 18 


Send for prices and informative literature 
on Vitamin Nutrition 


SILMO CHEMICAL CORP. 


DEPT. F VINELAND, NEW JERSEY 


cultural school auditorium, beginning at 
7:30 p.m. 

July 16, at Juneau, Wis. Inspection of 
barley rod row demonstration at plot 11/2 
miles north of Juneau on highway 26 (west 
side of road) beginning at 6 p.m. Evening 
meeting at courthouse at 7:45 p.m. 

July 17, at Green Bay, Wis. Demonstra- 
tion at Asylum farm at 6:00 p.m. Evening 
meeting at Asylum farm at 7:45 p.m. 

July 18, at Waldo, Wis. Demonstration 


GEO. BRIGGS 


AL FLANAGAN 


at Asylum farm at 6:00 pm. Evening 
meeting at Asylum farm at 7:45 p.m. 
Speakers at the evening meetings will 
include Milwaukee maltsters and grain 
commission merchants; Professors R. E. 
Vaughn, G. M. Briggs and J. G. Dickson 
of the University of Wisconsin; F. A. Cum- 
mings and W. B. Combs of the federal 
grain inspection service, and H. O. Putnam 
of the Northwest Crop Improvement asso- 
ciation. Topics to be discussed include 
1940 barley crop prospects, problems of 
the commission man, problems of the malt- 
sters, the inspection procedure and termi- 
nal market and its relation to buying bar- 
ley at country points, barley quality, etc. 
To wind up the barley sessions the Mil- 
waukee Grain & Stock Exchange will hold 
a meeting Sunday, July 28 at Milwaukee, 
according to President Ed Hiemke. All 
those interested in barley are urged to 
come. In the exchange room, samples of 
this year’s barley will be viewed and eval- 
uated. The meeting will begin promptly at 
9 a.m., according to Al Flanagan, chair- 
man. 
In the afternoon, beginning at 1:00 p.m. 
lunch and refreshments will be served at 
the Brown Bottle tavern, Schlitz Brewing Co. 


HOLD GET TOGETHER 

The commission merchants at the Mil- 
waukee Grain & Stock Exchange enter- 
tained at a stag steak dinner for all buyers 
in the market at the Milwaukee Athletic 
club, July 2. Problems concerning the 
marketing of the new barley crop were 
discussed and it was decided that similar 
get together dinners for members of the 
exchange be held at regular intervals in 
the future. 


@ E. A. WITTER, better known as “Kelly” 
Witter, Kansas City, died June 18 after an 
operation. Mr. Witter had operated a feed 
brokerage business in Kansas City since 
1924 and was well known in the feed in- 
dustry. At one time he was also a feed 
and flour salesman. 
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Nations 


Capital 


views by albert krueger 


HESE are critical and turbu- 

lant days in Washington. The 

quick-changing scene of 
events in Europe is causing and 
will continue to cause shifts in ac- 
tion here. A great deal of uncer- 
tainty continues, particularly from 
the standpoint of practical effects 
on business. The confusion will 
eventually clear, but when or what 
will result is not predictable. 

I assume the first direct interest of 
many of you is in regard to our na- 
tional defense program and where 
our industries fit into the picture. 


In the past few weeks, Washing- : 


ton has concentrated on preparing 
for national defense; Congress 
granting funds, credits and author- 
ity, while the administration has 
sought and actually accepted lead- 
ership and advice from industry. 

Appropriations amounting to 
nearly five billions of dollars will 
be approved for the purpose of 
strengthening our national defense. 
These appropriations in some in- 
stances are intended to provide 
funds only until January 1, 1941, 
after which will come requests for 
large additional amounts. 

The advisory commission to the 
council of national defense which 
was appointed to streamline our 
defense program, is already at 
work under the personal direction 
of the president and beginning to 
clear up some of the existing con- 
fusion. The program is being gear- 
ed for as high speed operation as 
will be possible without the sacri- 
fice of the present administration's 


social and labor reforms. The key- 
note of all of these activities is 
speed and no detours. President 
Roosevelt has laid down three con- 
ditions which he emphasizes should 
prevail during the execution of our 
expanded national defense pro- 
gram. First, fair profits but no mil- 
lionaires. Second, social gains of 
recent years should not be modified 
or changed with particular refer- 
ence to wage-hour laws. Third, 
labor should not seek special privi- 
leges or advances because of the 
emergency situation. 

These are, of course, desirable 
conditions but in some cases will 
undoubtedly result in slowing up 
action where swift accomplishment 
is imperative. It is the general opin- 
ion, however, that there may be 
some relaxation with respect to 
labor laws after the election, if 
these laws appear to be interfering 
with the defense program. 

While the advisory commission's 
work in general is to speed up pro- 
duction, there is one member, the 
representative of Agriculture, whose 
efforts are to be devoted to finding 
markets for our surplus farm com- 
modities. His immediate job will be 
to increase exports of surplus agri- 
cultural commodities and products 
thereof. One of the plans suggested 
would provide for the exportation of 
these commodities to Europe's 
needy by a subsidy arrangement 
with the Red Cross organization. 

The advisory commission, al- 
though technically advisory, has 
been promised adequate executive 


EXHIBITS of 25 allied firms added interest at the recent convention of the Ohio Grain, Mill & 
Feed Dealers association. Booths and attendants pictured, across and from top to bottom, 
are: Alvin K. Heiby of O'Brien Milling Co.; John H. Moore of Kasco Mills; W. F. Goken of 
the Shores Co.; R. P. McAlister of Cummings & McAlister; E. W. Loy, Greenville, and Ben 
Focht, A. K. Heiby and C. W. Jones of Allied Mills; Carl F. Berger of Sidney Grain Machin- 
ery Co.; Morton Salt Co.; I. R. James and L. C. Lindenberg of Old Fort Mills; R. E. Baer of 
A. E. Staley Mfg. Co. and H. E. Frederick, Marysville; A. H. Powell, C. F. Schulte and H. B. 
Powell of Schulte Pulverizer Co.; Morris Katz of Max Katz Bag Co. and H. D. Egly, Painesville; 
G. M. North, Groveport, Elton Kile, Kileville, and C. T. Hartman and H. G. Merkel of Purina 
Mills; Walter H. Grubbs of the Nitragin Co.; Ed. E. Shafer explaining the Shafer electric 


moisture tester; and P. R. Langel of Dawes Vitamelk Co. 
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authority to deal with whatever situation 
may arise. It is expected that eventually 
the commission will be exercising neces- 
sary delegated powers of the chief execu- 
tive. While these, of course, are limited, 
the president does at the present time 
possess unusual peace-time powers over 
the industrial life of the country. 

The president could exercise broad emer- 
gency powers to force government orders 
on industries in case the present spirit of 
cooperation with his defense program does 
not last. These are being held in reserve 
and are included in the national defense 
act passed after the last war. Assuming 
war or the imminence of war, some provi- 
sions of this act are: the right to take over 
industry to the extent of determining priori- 
ties for government purchase, to fix reason- 
able prices with severe penalties for those 
industries which refuse to cooperate or 
which do things which the president or 
the government feel are unreasonable or 
unfair. 

In peace time the president has vast 
powers and during war, he has even 
broader powers listed in the statute books 
plus war powers assigned to him by the 
constitution which give him in time of war 
unlimited control over our economic, politi- 
cal and industrial life. But it must be re- 
membered that even in such times he can 
not appropriate money; he can not levy 
taxes; he can not conscript citizens; and 
he can not declare war. Furthermore, we 
still have free elections. 

The part which our industry will be 
called upon to contribute in the mobiliza- 
tion of industry for defense purposes is not 
yet evident. Since it takes time to work out 
details of a program, there is no specific 
plan in existence for any detailed admin- 
istration of production, processing and dis- 
tribution of food. 

The advisory commission expects to util- 
ize the existing facilities of the department 
of agriculture and will not create an office 
for food matters. They will look to the de- 
partment of agriculture for all information 
concerning food conditions and food needs. 
In this connection it is expected that the 
agricultural advisory council will cooperate 
with the government in the entire food field 
from production to distribution. There will, 
therefore, be no food administrator as such, 
no grain corporation or anything of the 
character as was set up during the last 
war. 

We have just been informed that the 
munitions board is planning to make a 
survey of the food industries for the pur- 
pose of developing a plan of organization 
for these groups to be used in time of war, 
as they have done during the past in the 
industries primarily concerned with furnish- 
ing war materials. 

It is contemplated to organize a commit- 
tee to cover wheat, corn, and rye. It would 
include the elements engaged in the pro- 
duction of these grains, the commercial 
factors engaged in the handling of raw 
materials and bringing them to the manu- 
facturing and processing plants. The com- 
mittee would also include the mills and 
manufacturing plants engaged in the pro- 
duction of flour, meal and animal feed- 
stuffs. While the board plans to work 
through the trade associations in these 


various fields, key men in each industry 
will be named upon whom the board will 
call for advice and counsel. 

Another matter of interest is likely to de- 
velop rather rapidly in the near future. 
The need for food supplies for refugees in 
Europe is becoming more acute as the war 
develops. Unquestionably, the Red Cross 
will be called upon to expand its relief 
program to considerable proportions. Un- 
fortunately, the sources of private funds 
upon which the Red Cross has always de- 
pended will not develop the amount of 
money needed in the time it is required, 
therefore the government will make large 
sums of money available to the Red Cross 
for this purpose. As a starter, the president 
requested congress to appropriate fifty mil- 
lion doilars for this purpose which was 
speedily approved last week. 

Legislation to provide for additional rev- 
enue in excess of one billion dollars a year 
to meet increased expenditures for nation- 
al defense will be passed before congress 
adjourns. In what form, it is difficult to 
predict. The present bill is an emergency 
measure designed merely to increase the 
revenue immediately without regard to im- 
provement in the tax structure. 

Treasury officials and congressional ex- 
perts will begin immediately a comprehen- 
sive study of taxing excess profits, special 
amortization allowances for industries that 
may have to enlarge their plants for de- 
fense purposes, and to determine the pos- 
sibilities of overhauling the entire tax sys- 
tem. The studies are for congressional con- 
sideration in the near future. 

The present emergency bill is not the 
full limit to which it is proposed to go 
later on in financing national defenses. 
Every business man should operate his 
business on the assumption that the taxes 
payable for 1940 will be somewhat higher 
than those provided for in laws now on 
the books. As to 1941, he should make up 
his mind that the taxes for that year and 
subsequent years will be very much higher 
than those now prevailing. 

The Washington picture would not be 
complete without a review of the war sit- 
uation. The foreign wars and this coun- 
try’s relation to them will play am increas- 
ingly important part in domestic, political, 
and economic developments in the near 
future. 

These are so important and will be so 
far-reaching that they deserve the close 
attention of our industry. This nation is 
not at war and indications today are that 
public sentiment is against our involve- 
ment in the war. There is, however, evi- 
dence of a trend that more and more peo- 
ple are being convinced that it may be 
necessary for the United States to become 
a belligerent eventually. 

Washington is deeply concerned. The 
reason for this is that serious doubt exists 
as to whether the Allies can win the war. 
The present administration has definitely 
embarked on an interventional policy of 
assisting the Allies just short of war. All 
pretense of neutrality has just about been 
abandoned. Underneath the surface, some 
of its high officials feel that a stalemate in 
the European war or imminent defeat of 
the Allies would force the American peo- 
ple to choose between aiding the Allies by 


methods no longer short of war or taking 
the consequences of a German victory. 

There are only a few high government 
officals who expect an early peace, pos- 
sibly by next fall. 

Regardless of who wins the European 
war, the outlook for this country is that we 
are in for a period of prosperity, assuming 
this country does not get into war. 

If the Allies win, they will turn to this 
country for goods essential for the recon- 
struction of war-torn countries. If the dic- 
tators win, you can look forward to a de- 
fense program on an even greater scale 
than the one recently inaugurated. In- 
creased industrial activity, which is al- 
ready becoming evident, in each case will 
stimulate our national economy. 

In the meantime, our own defense prep- 


‘arations, coupled with large purchases of 


goods in this country by the Allies, will 
have a tendency to up the index of indus- 
trial production. 

While inflationary forces occasioned by 
the war are already in evidence, severe 
monetary disorders like those which took 
place in the World war period may be 
avoided. 

Price levels will depend to a great ex- 
tent on continuation or the outcome of hos- 
tilities. An early peace, which is generally 
not expected, would depress the price of 
agricultural commodities, particularly 
wheat. Continuation of the war will mean 
a general stiffening in all prices. There 
will of course be fluctuations. 

From what we know of the application 
of government controls and the general 
war-time commercial policies of the belli- 
gerents, the war is not likely to bring 
about any substantial increase in our ex- 
ports of agricultural commodities or pro- 
ducts thereof during the next year or two, 
nor is there much hope held out for a 
rapid expansion of our South American 
trade. 

NEW JERSEY 

A. D. O'Neill, retired grain broker, 
Orange, died recently at the age of 81. 

Berkowitz Feed Mill, Inc., Norma has 
purchased the Comb Mill, Bridgeton and 
will conduct a branch there. 

George Schalick, 69, Elmer, who oper- 
ated a grain and feed business at Center- 
ton for 49 years, died recently after a 
lingering illness. He bought a mill when 
he was 20 years old and operated it for 25 
years. In 1923 his mill was destroyed by 
fire, at which time he erected a new mill. 

WISCONSIN 

Rice Lake Feed mill, Rice Lake suffered 
considerable damage from fire last month. 

Leon Poffenroth, Endicott has purchased 
the feed store owned by Elton Garland. 

Alvin Olson has opened a feed mill at 
New Johannesburg, Wis. Equipment in- 
cludes a 22 inch grinder, and a 60 hp. 
diesel motor, and a feed mixer. Mr. Olson 
carries a complete stock of feeds and seeds. 

Berken & Paque, De Pere, have built a 
feed mill. A grain elevator has also been 
moved to the new plant. 

Economy Warehouse, Boscobel, has in- 
stalled a Duplex vertical feed mixer of 
half ton capacity. 


THE FEED BAG — July, 1940 


| 
| 
| 
| 
. 
| 
| 
| 
| 
| 
| 
3 | 
| 
é 
4 
300 
= 


CHARLIE LOR 


Owner of ‘SMOOTH CLAN” 
LEADING SIRE of the HAMPSHIRES 


WRITES AS FOLLOWS: 


“In the fall of 1939, I started breeding my Hampshire sows. 
Six of my best could not get settled. I decided to try 
REX Wheat Germ Oil. I gave it according to your direc- 
tions. Every one of the six were settled at once and are 


showing up fine now. 


“I intend to feed wheat germ oil to all my breeding stock 


this spring.” 


SHERMAN BOWDEN & SON 
Famous Wyandotte Breeders 
HAD BEST SEASON -Thanks 
GERM OIL 


To REX WHEAT 


Bowden's Grand Champion 
Trio White Wyandottes 


Sherman Bowden & Son of Mansfield, Ohio, 
breeders of White Wyandottes for forty 
years, outstanding winners of awards at the 
World's Poultry Congress in Cleveland and 
at the Ohio State Fair in 1939, have sent the 
following unsolicited statement: 


“We have heard that many hatcherymen 
are complaining of poor hatches in this 
1940 hatching season. We ourselves (and 
we hatch from about 100 flocks) have had 
the best season from a point of fertility 
and hatchability that we have ever had. 
We give the credit for this excellent result 
to the addition of Rex Wheat Germ Oil in 
our feeds.” 
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This its the 


REX Guarantee! 


“No matter what price you pay for wheat germ oil, 
we guarantee REX OIL to be equal to any other 
wheat germ oil manufactured anywhere in the world, 


in potency, stability and in all other known values of 
Wheat Germ Oil.” 


REX WHEAT GERM OIL, Vitamin “E™ 
IS PHARMACEUTICAL GRADE OIL 


REX Wheat Germ Oil is a pharmaceutical grade oil, guaranteed to be pure 
and unadulterated in any way. We make just one grade of Wheat Germ 
Oil, the same grade as is purchased from us by the City of Chicago and 
provided to expectant mothers to help prevent miscarriage. This same finer 
quality Wheat Germ Oil—used by some of the leading pharmaceutical 
houses of the world—is the Wheat Germ Oil you will receive for your 
feeds when you use REX WHEAT GERM OIL. 


DEALERS WANTED---WRITE TODAY 


Investigate Rex Wheat Germ Oil as a real factor in improving the value 
of your feeds and also as a product to offer your trade. Rex Oil is used 
in feeds by some of the largest mills in the world. Investigate the out- 
standing advantages of Rex, the Cold Processed Wheat Germ Oil. Write 
today for further details and prices. Get our dealer proposition. 
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@ BLISSFIELD Cooperative Co., Blissfield, 
Mich., has installed additional feed han- 
dling equipment, consisting of a molasses 
mixer, 1 ton vertical feed mixer, molasses 
pump and elevator leg. 
BACK FROM EUROPE 

Frank Brobst, formerly of The Feed Bag 
staff and well known to the feed trade 
through his connections with White Labora- 
tories, Kraft-Phenix and the Ladish Milling 
Co., returned recently from Europe on the 
United States liner, the George Washing- 
ton. Frank reports that he “fled from Hitler’ 
and had two days notice to close his af- 
fairs in England where he was director for 
Gelatin Products, Ltd. He may be address- 
ed at 9425 Grinnell ave., Detroit, Mich. 


With this 


VITA-FLOR ANNOUNCED 

A new product for the agricultural and 
horticultural fields — Vita-Flor — has been 
announced by the National Oil Products 
Co., Harrison, N. J. 

This product is a solution of Vitamin B, 
and other known factors of the vitamin B 
complex, vital to plant growth, to develop 
sturdy roots and larger blossoms. Nopco 
is conducting extensive experiments with 
Vita-Flor on commercial crops, with the 
cooperation of several large growers, ex- 
periment stations and universities. 


@ NOBLE COUNTY Cooperative associa- 
tion, Kendallville, Ind., has opened for busi- 
ness in an elevator which had stood idle 
for some years. 


6 way ROTA-CAP campaign 


MANY DEALER 


ROTA - CAPS 
SALES 


Besides advertising in poultry, 
turkey, and farm magazines, Dr. 
Salsbury's Laboratories provide 
dealers with the following sales 
helps: 


1 Direct mail magazine, "Dr. 
Salsbury's Poultry Health 
Messenger." 


2 Product folders on worm treat- 
ment for dealer distribution. 


3 Beautifully colored Rota-Cap 
* Posters. 


4 Attractive floor and counter 
displays. 

Dealer mats for local tie-up 
advertising. 


5 
6 Merchandising guide book for 


dealers; and other sales helps. 


Like a big powerful barrage, Dr. Sals- 
bury's Rota-Cap advertising is covering 
every poultry community in America this 

fall. 
HELPS FOR Poultry raisers everywhere are going to 
realize this year, as never before, that 
Rota-Caps is the big outstanding product 
for worm treatment. 

Rota-Caps’ new, dramatic theme: "No 
toxic after-shock" is telling a sensational 
story which proves Rota-Caps to be head and 
shoulders above any wormer on the market today. 

So look over your stock of Rota-Caps at once. 
See that you have a supply of the new literature 
and selling helps. Dr, Salsbury dealers who co- 
operate are going places with Rota-Caps this fall. 


DR. SALSBURY’S LABORATORIES, Charles City, Iowa 


A Nation-Wide Poultry Health Service 


MICHIGAN 

Floyd Dougherty has opened a feed mill 
at Cheboygan and will handle a full line 
of feeds and farm supplies. 

Concord Milling Co., has purchased the 
Krebill Milling Co., Concord. 

Howard Roberts, Milbrook, a feed dealer 
for twenty-two years, died recently from a 
heart attack. 

Charles F. Knappen, Schoolcraft, has 
purchased a controlling interest in the 
Stuart Elevator. The name of the organiza- 
tion has been changed to Knappen Farm 
Service. 

John A. Van Den Bosch, Zeeland, is 
building a new elevator and grist mill 
which will soon be ready for occupancy. 


NEW CROP BARLEY 


The first car of new crop barley was 
sold to arrive by samples on the floor of 
the Milwaukee Grain & Stock Exchange, 
July 2, by Walter Holstein of the Mohr- 
Holstein Commission Co. The barley, to 
grade No. 1 malting, came from southern 
Illinois and brought 52 cents per bushel. 


@ LEROY L. LA BUDDE, La Budde Feed & 
Grain, Milwaukee, and his son LeRoy L., 
Jr., left Winton, Minn., July 6 for a canoe 
trip through Canadian lake country. LeRoy 
L. Jr., is a@ student at Carleton College, 
Northfield, Minn. | 
IOWA 

Solomon Elevator, Red Oak, has been 
razed, and a new elevator will be built in 
its place. 

Carl Reid Grain elevator, Hamburg, was 
destroyed by fire last month. The loss was 
estimated at $25,000. 

John L. Franks & Co., Miles, are building 
a $12,000 elevator and mill. The old mill 
will be used as an auxiliary to the new 
one. 

Farmers Cooperative Elevator, Dougherty, 
was destroyed by fire recently, with a loss 
of $35,000. 

Continental Grain Co., Clinton, has erect- 
ed a large feed warehouse addition. 

G. and E. Feed mill, New Hampton was 


destroyed by fire last month. Loss was 
$12,000. 


Calendar 


of coming events 


International Baby Chick Show 
St: diouis, July 22-25 


Southern Mixed Feed Manufac- 
turers Nutritional School, Uni- 
versity of Georgia, Athens, Ga. 


National Feed Week...Oct. 14-19 


Grain & Feed Dealers National 
Association, Brown Hotel, Louis- 
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INDIANA conventionites, from 
left to right, top row: O. P. 
Larimore and Conley Burrell of 
Indianapolis; President W. R. 
Beck, Shelbyville, rings the bell; 
John H. Caldwell, Jr., Marion, 
and R. C. Crawford, St. Lou’s; 
Mrs. C. J. Polstra and F. M. 
Rosekrans, Chicago; bottom 
row: Don Burres, Winchester; 
D. J. Bonnell, Chicago; Geo. 
Thomas, Decatur, and Cliff 
Steiner, Decatur; N. C. Br'dges, 
Indianapolis; W. F. Goken, 
Indianapolis; F. M. Rosekrans, 
and C. J. Polstra, Chicago, 
standing; W. G. Haug, Win- 
chester, and F, J. Holt, Val- 
paraiso; and Secretary Fred K. 
Sale, Indianapolis. 


ORE than 200 members of 

the Indiana Grain Dealers 

association refused to let 
the wind and the rain get into their 
hair but joined with it, and the rip- 
ple of the water of Lake Wawasee, 
in a festival of song at their annual 
midsummer meeting on June 24 and 
25. 

“This is the playtime of the year,” 
said Walter R. Beck, Shelbyville, 
president of the association, in 
opening the convention and except 
for two morning business sessions 
everybody joined in the fun — sing- 
ing and playing and eating and 
drinking. 

There was no fooling about the 
eating. Known for fine food, the 
Sargent hotel outdid itself at the 
banquet Monday evening. Every- 
thing was served “country style” 
and the supply of heaping platters 
of chicken more than kept pace 
with the holiday appetites of the 
grain men. Several of the delegates 
were reported to have each eaten 
the equivalent of two three-pound 
chickens. The banquet speaker was 
Dr. Charles Copeland Smith, Chi- 
cago, member of the speakers divi- 
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Dealers 


sion of the National Association of 
Manufacturers. 

There was no fooling about bingo, 
either. Golf, horseshoe pitching and 
the other outdoor games were 
washed out by the rain so the 
crowd played bingo. Men, women 
and children gathered at long 
tables, around a center mountain 
of prizes donated by 47 allied firms, 
completely filling the large hotel 
pavilion. 

It was great entertainment and 
much credit is due the general 
chairman, Lew Hill of Indianapolis, 
and his committees including T. H. 
Beeson, Harold Burge, C. C. Barnes, 
Willard Hart, Glenn R. Straub, C. C. 
Major, H. H. Mutz, Ivan W. Syler, 
Clyde Davis, Wm. S. Kerlin, W. W. 
Pearson, Walter Penrod, Wm. Ha- 
gen, Royal D. Clapp, Orville Bo- 
dertscher and Karl R. Applegate. 

Outstanding address of the con- 
vention was delivered by Ray B. 
Bowden, executive vice president of 
the Grain & Feed Dealers National 
association, St. Louis, Mo. and 
Washington, D. C. 


Starting out with a little “Swedish 
blarney”, Ray called attention to 
the fact that we were meeting in 
the most fertile region known in the 
history of the world — the valley of 
the Mississippi and the Ohio — 
more productive than the valleys of 
the Ganges, the Nile or the Danube. 

Waxing philosophical in the West- 
ern or Montana manner, he pro- 
claimed that great changes come 


hold big meeting 
at lake wawasee 


slowly and are completed almost 
before we are aware of their incep- 
tion. Now, he said, we are in the 
throes of a great change —a trend 
from democracy to paganism. 

The pagan philosophy, Ray main- 
tains, is like the philosophy of the 
bee hive with only one queen or 
one supreme ruler. It is a trend 
away from written law and to arbi- 
trary decrees by the ruler or by 
boards and commissions with pow- 
er delegated by him. 

Mr. Bowden cited the Agricultural 
Adjustment Act as an example of 
American delegated despotic pow- 
er. There is nothing definitely in the 
act, he said, that the grain trade 
could or did oppose but the assum- 
ed power under its ‘implied author- 
ity’ has made its functioning any- 
thing but favorable to orderly grain 
marketing. 


In conclusion, Ray soberly pre- 
dicted that extension of the German 
barter system might make our gold 
reserves valueless, that the western 
hemisphere will pool its resources 
to meet European barter competi- 
tion in world trade, that there will 
be a pagan versus Christian strug- 
gle between Europe and the United 
States and that all Americans be- 


(Continued on Page Fifty-three) 
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IME was when a speaker, ad- 
dressing himself to the subject 
of “Human Stuff in Selling” 
would consider it important, right 
at the outset, to try to define high 
pressure selling. But, as our mili- 
tary strategists have discovered a 
marked improvement in equipment 
for armies engaged in battle, so 


in selling is vital 
to success today 


do we find that the sales technique, 
ideas and methods in selling have 
been improved and streamlined to 
suit modern conditions and so it is 


DRIED MOLASSES 
In Powder Form 


FOR 


ILAGE 


* Enriches * Sweetens * Preserves 
* Easier to Handle 


OMALASS offers all the advantages of liquid molasses 
PLUS easier handling and extra nutritional value. And 
most important, OMALASS absorbs moisture instead of 
adding it. 


NOW HANDLED BY HUNDREDS OF DEALERS AND 
SOLD THROUGH THESE JOBBERS 


Denver, Colorado—Ady & Crowe Mercantile Co. 
Nat’l Steck Yards, I1l.—Nat’l Distributors, Inc. 
Rockford, I1l.—Russell-Miller Milling Co. 
Cedar Rapids, lowa—Cedur Rapids Feed & Supply Co. 
Council Bluffs, lowa—lIowa Soda Products Co. 
Des Moines, lowa—Kelly Feeds, Inc, 
Des Moines, lowa—Russell-Miller Milling Co. 
Des Moines, lowa—Sargent & Company. 
Fairfield, lowa—F airfield Feed Co. 
Fort Dodge, lowa—Plymouth Processing Co. 
Ottumwa, Iowa—Iowa Poultry wg Marketing Assn. 
Sioux City, lowa—Russell-Miller Milling Co. 

Salina, Kansas—Shellabarger Mills. 

Glencoe, Minn.—Farmers & Merchants Milling Co. 
Minneapolis, Minn.—Tonka Mills, Inc. 
Minneapolis, Minn.—Maney Bros. Mill & Elevator Co. 

* Royalton, Minn.—William Grettum. 
St. James, Minn.—St. James Distributing Co. 
Truman, Minn.—Farmers Elevator Co. 
Jobbe rs! Wadena, Minn.—Russell-Miller Milling Co. 
s Waseca, Minn.—Russell-Miller Milling Co. 
Willmar, Minn.—Russell-Miller Milling Co. 


Dealers! 


Start cashing in on 
OMALASS during 
the big ensiling sea- 
son ahead. Write for 
Free sample, details, 


Alliance Neb.—0O. M. Kellogg Grain Co. 
Omaha, Neh.—Shamblen Helm Milling Co. 
Huron, S. D.—Russell-Miller Milling Co. 
Sioux Falls, S. D.—Russell-Miller Milling Co. 
Watertown, S. D.—Watertown Milling Co. 


Madison, Wis.—Hoffman Feed Company. 


prices. New Richmond, Wis.—Doughboy Mills, Inc. 


Peoria, I1l.—Russell-Miller Milling Co. 


VYLACTOS LABORATORIES, Inc. 


DES MOINES, IOWA 


Kansas City, Mo.—Pearson-Ferguson Chemical Co. 


Black River Falls, Wis.—Doughboy Mills, Ine. 7 


that one salesman with the proper 
background and knowledge of hu- 
man relationship is probably worth 
four or five salesmen of the high 
pressure type who depend, for the 
most part, upon a flow of oratory, 
some fair-to-average stories and 
possibly a bottle of mediocre Scotch. 

Let me illustrate: one late after- 
noon there was a man walking 
across the Delaware River Bridge, 
which connects Camden, New Jer- 
sey, with the city of Philadelphia. 
When he hit the middle of the 
bridge he was surprised and start- 
led to see another man throw off 
his coat and start to climb up over 
the high railing. He rushed up to 
the man, grabbed him and said: 
“Here! let’s sit down and talk this 
over. You don’t want to take your 
life like this!’" So they sat down 
on the edge of the sidewalk, and 
after a very earnest conversation, 
lasting for two or three minutes, 
they got up—they both took off their 
coats, climbed over the railing and 
both jumped into the river. 

Now, here is high-pressure selling 
or perhaps better called emotional 
selling and could be defined as an 
attempt to sell a prospect some- 
thing he does not want at the mo- 
ment or probably will not need. 
But to do the best job of selling, 
one must marshal and organize the 
facts about his product. These 
facts should be backed by research 
and test. The importance of thor- 
ough, careful, all-inclusive, pain- 
staking research, and the value of 
a research laboratory as a back- 
ground for facts and figures can 
hardly be over-emphasized. But to 
take up specifically the selling fun- 
damentals, these could be outlined 
on the basis of five points: 

First—The degree to which the in- 
dividual salesman possesses self- 
confidence, earnestness, honesty, 
persistence, enthusiasm and tact- 
fulness. In the matter of persistence, 
we could cite the salesman who 
had called on a prospect every 
month for a period of two years. 
Finally, on his twenty-fifth call, the 
buyer said to him: “Well, Jim, 
you've called here regularly now 
for about two years. You've been 
courteous, you have always been 
enthusiastic about your product 
and you have been persistent, but 
with persistence you have been 
tactful. This morning I am going to 
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give you an order for a car of feed.” 

While this incident, a true one, has been 
duplicated, it could be duplicated many 
times under the same situation at hand 
and through the persistance of the feed 
salesmen. 

Second—The second fundamental could 
be said to be the degree to which the 
salesman can appreciate human nature 
and the ability he has to deal convinc- 
ingly with others. Many illustrations could 
be given in this classification to show 
the great importance and the value in 
selling, of studying human nature. Here 
is a buyer whom you call upon who is 
of the hardboiled type—very gruff. He 
reluctantly gives you enough time to pre- 
sent a sales story. How are you going 
to get under his “hide” and get his at- 
tention for a sufficient length of time to 
tell your story? Obviously, you will need 
to use all the resourcefulness at your 
command to try to discover what may 
be the buyer's hobby what he is inter- 
ested in when he is away from his office. 
Certainly, you will have to get his un- 
divided attention in some way and by 
some means before he will even listen 
to your sales story. 

Third—This selling fundamental, could 
be said to be the power of the salesman 
to analyse problems, to collect data per- 
tinent to the feed industry relating to 
dealers, to be able to classify customers 
and to draw correct conclusions. Just what 
type of buyer is the prospect that you 
are calling upon? Is he the impulsive 
type? Is he the timid or the dependent 
type? Is he the silent type—the talka- 
tive type? Just what particular type of 
buyer is the prospect that you expect to 
call upon in your trip next week? Now, 
the treatment to be given by the sales- 
man naturally varies according to the 
characteristics or types of buyers that you 
call upon. The impulsive type of buyer 
requires quick action, devoid of details by 
the salesman. Certainly, you don’t want 
to get into any argument with the im- 
pulsive buyer. The talkative buyer re- 
quires a different treatment. 

Here, the salesman must listen tact- 
fully. Certainly, he should not show that 
he is bored and you will have to control 
your impatience. With the talkative type 
of buyer, by necessity, you will have to 
keep turning the conversation back to the 
product that you are selling. Salesmen 
will do well to classify their prospects 
under different types. Study the charac- 
teristics of each type and then apply the 
correct treatment for the type in question. 

Fourth—Here is the selling fundamental 
which we would list as the degree to 
which the salesman has at his command 
a thorough knowledge of the product he 
is selling. It is probably not necessary to 
illustrate the weakness of a sales presen- 
tation when the person who is selling 
the product is not thoroughly conversant 
with all of the uses and the results to 
be expected when the product is accepted 
by the customer. 

Fifth—The fifth point is the degree to 
which the salesman exercises vision, imagi- 
nation and faithfulness to his company. 
Often I have heard an employer or sales 
manager say “No, Jim didn’t make it as 
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a salesman; he wasn't willing to pay the 
price of long hard working hours.” And, 
it is a fact that some salesmen are only 
mediocre or fail in the business of selling 
because they do not have the all im- 
portant characteristic of being willing to 
work long, and hard; to constantly re- 
view and study and perfect themselves in 
the knowledge of the product they are 
selling. 

We could also include, in this fifth point, 
the degree to which a salesman is willing 
to sacrifice in foregoing personal plea- 


DR. HARRISON H. 
HAVNER, vice-president 
and general sales man- 
ager, Philip R. Park, Inc., 
delivered this fine in- 
spirational address at a 
recent convention of the 
Kansas Grain, Feed & 
Seed Dealers association. 


sures in order to apply himself to his 
job. Salesmen who are willing to make 
some sacrifice in personal pleasure and 
freedom will undoubtedly be the men who 
will be held on the payroll when the 
slack time comes along and a less num- 
ber of salesmen are needed. 

Dale Carnegie, in his book “HOW TO 
WIN FRIENDS AND INFLUENCE PEOPLE” 
outlines six ways to make people like 
you. In the study of how to win friends, 
Mr. Carnegie suggests the technique of 
the greatest winner of friends the world 
has ever known. You may meet him to- 
morrow morning coming down the street 
and when you get within ten feet of him 
he will begin to wag his tail. If you stop 
and pat him he will almost jump out of 
his skin to show you how much he likes 
you. Truly, it can be said, man’s friend 
the dog, has not only an interesting but 
a very expert technique in impressing 
people. The individual who is not in- 
terested in his fellow man usually has 
the greatest difficulties in life. Surveys 
show that it is from such a group of in- 
dividuals that most of the human failures 
spring. Rule No. 1, therefore, would be: 
become genuinely interested in other 
people. Oftentimes, the question is asked 
as to what is the easiest way and the 
right way to make a good first impres- 
sion. 

The late Charles M. Schwab gave the 
answer to this question and gave it re- 
peatedly, as he came in daily contact 
with his associates and with people in 


all parts of the country. The answer Mr. 
Schwab gave to this question was his 
smile. Mr. Schwab said himself, that he 
had no doubt that his smile was probably 
one of his greatest assets in his outstand- 
ing success. 

Abraham Lincoln once said “most folks 
are about as happy as they make up 
their minds to be.” The college boys of 
today express this in their training of 
freshmen with the expression “wipe off 
that scowl.” 

The third point is the importance of 
remembering a man’s name. Each one 
of us have had the experience of walk- 
ing into a place of business or to the 
registration desk of a hotel and have in- 
stantly become surprised, yet very much 
pleased, by being greeted by the clerk 
in the business house or the clerk at the 
hotel desk in addressing us by our own 
names. I have known some men who tip 
the bell captain at Hotels very royally 
to have their names paged throughout the 
entire hotel, but it is probably a fact that 
a man’s name to the man himself, is the 
sweetest, most important sound in the 
English language. Your successful sales- 
man usually remembers a man’s name 
and addresses him by his name even 
though he has only been in the place 
of business on one call. 

Under the fourth point we could list the 
necessity of being a good listener. This 
needs considerable training and practice, 
and it is important to be a good listener. 
After all, it works out splendidly to en- 
courage others to talk about themselves. 
If it is a question of getting an order or 
not getting an order every salesman 
should be willing to listen and to encour- 
age the prospect to talk about himseif 
and look at him attentively while he is 
talking. 

Then in the fifth point we could put 
in this classification the point of interest- 
ing people by getting them to talk about 
their pet hobbies. What is it the prospect 
is interested in outside of his own busi- 
ness; is it baseball? Is it fishing? Is it 
travel? Is it golf? Try to find out and 
then encourage the prospect to tell you 
and talk to you about his hobby. I think 
you will be pleasantly surprised as to the 
outcome of such a procedure when you 
finally get down to the place where it is 
time for him to sign the order. 

And finally, is the point of how to make 
people like you instantly. It will pay you 
to be generous with your compliments. 
Disraeli, one of the shrewdest men prob- 
ably who ruled the British empire said: 
‘talk to a man about himself and he will 
listen for hours.” But it is very important, 
to be successful in selling, to make the 
other person feel that he is important 
and that you do it sincerely. Some sales- 
men are inclined to overdo the matter of 
compliments to the extent that their state- 
ments are mere flattery. The salesman 
who uses this point with the greatest suc- 
cess will be the man who is sincere in the 
compliments he passes out. 

Now in closing, we could say that every 
man is gifted by the Creator with the power 
of self-analysis, study and self-improve- 
ment. He can turn himself into almost 
any sort of person he wishes. If a man 
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wills to be honest, he will be honest; if 
he wills to be unselfish, he will be un- 
selfish; and if he wills to be a salesman 
in the broad sense of practicing sound 
principles of human relationships he will 
be a salesman. 

Now you gentlemen are engaged in the 
business which deals with feed, grain and 
seed. There are many details which you 
handle which do not come in the classi- 
fication of salesmanship. But, I contend 
that there is no good reason why you 
should not raise yourselfs even to greater 
heights by practicing the correct procedure 
in human relationships. 

In this you may not be a genius though 
some men, even though they act as the 
purchasing agent supervise the business 
and even handle the bookkeeping do an 


outstanding job in selling because they 
either have the knack or have made a 
study of the fundamentals of selling. I 
further contend that the average grain, 
feed and seed dealer can be a student of 
salesmanship and of sales methods and 
if you wish, intently enough you can, 
through a study and practice of the right 
principles of human relationship, become 
outstanding in sales methods. Once you 
get the “hang” of the thing you will have 
no trouble with the doing. 

Great people do Great Things. 

Little people do little things. 

BE and inevitably you will Do. 
@ ROBERT MARWINE, 44, head of the 
Marwine Feed Co., Danville, Pa., died re- 
cently of a heart attack. 


GET BLUE STREAKS 


WORKING 
FOR YOU 
NOW! 


Blue Streaks are always a good 
buy, because every Blue Streak 
is designed and built on modern 


improved engineering lines by modern methods to do better work at 


lower cost. 


In the present active market Blue Streaks are an especially good 
buy, because they attract customers—start to build profits at once. 


Remember, with every Blue Streak you get 
HIGHER RESALE VALUE 
GREATER PRODUCTION GREATER PROFITS 
LOWER POWER COSTS PRATER SERVICE 


ASK ANY BLUE STREAK OWNER 


PRATER Streak 


PRATER PULVERIZER COMPANY 


1811 South 55th Avenue, Chicago, Illinois 


FB 


Please send me AO] 
information on the 


LOWER REPAIR BILLS 


equipment checked: 
e360 


Coll the Doctor 


Dealers tell us that ‘business is sick. 
But it seems that's putting it just a 
bit thick. 


The mills go on crushing and grind- 
ing the grain. 

Their purpose? Just flour and feed 
to gain. 

Farmers continue to feed their fine 
flocks, 

And buy better cattle for dairy 
stock. 

The mills sell the feed—and the 
farmer buys, 

But the dealer's out testing his 
newest ‘flies’. 


The opportunity’s still there — but 
some dealers miss, 

For one big reason—and it’s simply 
this: 

They like to make money, but they 
don't like to work. 

They love to make sales—but from 
‘selling’ they: shirk. 

No, feeding’s as strong and healthy 
as ever— 

It's just that some men don't believe 
in endeavor. 


There are plenty of dealers who 
stay on the job 

And their profits ever upward bob. 

They talk to the salesmen—learn 
the trends, 

Merchandise wisely. To business 
they tend. 

Good sound products and friendly 
dealings 

Help their sales mount up to the 
ceilings. 


Yes, it's hard work—and not very 
amusing— 
But a whole lot smarter than ‘busi- 
ness-abusing’. 
by “CHOC” 
@ EDWARD FREED, Newport, Pa., is build- 
ing a feed mill and will stage a grand 
opening shortly. 
@ L. E. MURPHY, general sales manager 
of the Murphy Products Co., Burlington, 
Wis. took time off from business last month 
to go fishing in northern Wisconsin and 


came home with some dandy pike. 

@ VIRGINIA feed concerns which will 
close Wednesday afternoon from June 26 
through to August 28 are Young-Sweetser 
Co., Inc.; David Hirsh & Son; Cash Feed 
store; Herbert Bryant, Inc.; Roxbury Mills, 
Inc.; Southern States Cooperative, and G. 
H. Morrison and Son, all of Fredericks- 
burg, Va. 


THE FEED BAG — July, 1940 


: | 
| 
> 
—> 
| 
A ait 
| 
| 


Robert Butler, 20, manager, the Bellevue 
Milling Co., Bellevue, Mich., and his help- 
er, John Carlson, 21, are said to be the 
youngest mill operating crew in the Middle 
West. Operating the mill has been Robert's 
ambition since he first started to learn the 
business at age ten. 

Says young Butler, “I have learned that 
it takes a considerable amount of hard 
work and strict attention to business to 
succeed in these days of changing markets 
and keen competition. Keeping pace with 
the latest production and merchandising 
methods is a big help.” 


NEW METHODS PERFECTED 

New methods for increasing Vitamin B-G 
complex have been perfected by Philip R. 
Park, Inc., according to an announcement 
by the company. 

In December, 1939 the firm’s research 
department introduced a new ingredient 
in ManAmar, a product of marine sources, 
rich in the B-G complex. Previous the most 
reliable source had been milk. 

After several months of further experi- 
mental work, two new type counter cur- 
rent system tunnel driers were installed 
to process the material. These driers op- 
erate at such low temperature, and can 
be so accurately controlled, that there is 
no destruction of the vitamin G content of 
the original raw material. A maximum 
amount of vitamin B; and the filtrate factor 
(pantothenic acid) as well as other com- 
ponents of the B-G complex are also re- 
tained. 


@ GEORGE M. SLESSMAN has opened 
the Slessman & Sons Co. feed mill, Clyde, 
Ohio. On opening week, the firm ground 
500 pounds of grain free for each farmer 
who came to the mill. The firm has a 40 
h.p. hammer mill and one ton mixer, and 
carries a complete line of feeds, concen- 
trates and ingredients. 
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FEED BOOKLET PUBLISHED 

An attractive booklet entitled “Was It 
The Feed?” has been published by the 
American Feed Manufacturers association, 
Inc. with the cooperation of the Association 
of American Feed Control Officials. 

The booklet contains letters from the men 
in charge of feed control work in all the 
states. These officials, say in all their ex- 
perience that in practically all cases, sick- 
ness and death of livestock has been 
shown by competent investigation to be 
due to disease from other causes not trace- 
able to feeds. The publication of the book- 
let containing these letters represents a 
great deal of work which should be helpful 
and beneficial to all feed manufacturers 
in meeting and counteracting claims of 
this character. Copies can be ordered di- 


rect from the American Feed Manufactur- 
ers association, Inc. 53 W. Jackson Blvd., 
Chicago at $35.00 per thousand or $3.50 
per hundred. 

@ A. C. CLYNE, president of the Indiana 
Flour and Feed Co., Muncie, Ind., recently 
was a featured speaker at a meeting of 
grocers. Mr. Clyne stressed the importance 
of progressive merchandising. 

@ GENEVA Milling Co. and Bryant Eleva- 
tor Co., Geneva, Ind., recently held a joint 
feeders meeting at the local school audi- 
torium, with five hundred people in at- 
tendance. Moving pictures, and talks by 
feeding experts featured the meeting. Pop 
and ice cream bars were given to all the 
guests. 


ARE MORE THAN A FEED MIXER! 


Mixing feeds is only a small part of your job. Before mixing 
you must determine what ingredients are best to use. You 
must know what results your feeds will accomplish. You 
must be prepared to give advice to your customers on feeding 
and management problems. 


MANAMAR 


IS MORE THAN A FEED CONCENTRATE! 


It Provides 
A Research Laboratory Proved Formulas 


Sales Aids Advertising Helps 


Our specialized technical training, combined with your broad 
knowledge of local conditions and problems, will make a 
winning combination. This teamwork between ManAmar 
service and other feed makers has resulted in more sales and 
more profit for hundreds of feed mills. Do increased feed 
sales and added profits interest you? 


Write for complete FREE details of the ManAmar Plan for 
teamwork in the feed business. 


PHILIP R. PARK, INC. 


DEPT. FB-7 608 SOUTH DEARBORN STREET CHICAGO, ILL. 
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CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


DIRECTIONS 

Doctor (after reviving victim): “How did 
you happen to take that stuff? Didn't you 
read the sign on the bottle? It said 
‘Poison.’ 

Rastus: “Yessah, but Ah didn't believe 
it. ‘Cause right underneath it was a sign 
dat said ‘Lye.’ ”’ 


INTELLIGENT 

Sitting in a concert hall waiting for the 
concert io begin, a man, seeing a little 
boy in front of him looking at his watch, 
bent forward and asked: “Does it tell the 
time?” 

“No,” answered the little boy, “you 
have to look at it.” 


DEALERS! PICK-UP 
FOR YOUR SUMMER PROFITS! 


Sell Quaker Sugared Schumacher Feed because this famous 
blend of 4 basic grains makes a profitable supplement to 


summer pasture, for hog, dairy and beef cattle raisers! 


UGARED SCHUMACHER 
is one example of the great 


profit opportunities in the 
Quaker Feed Line — leaders in 
quality, assortment, advertising 
and merchandising. 

Some of America’s foremost 
stock farmers find Quaker Sug- 
ared Schumacher a wonderful 
all-round blend of oats, wheat, 
barley and corn, yet it is better 
than any of these alone, because 
Sugared Schumacher has miner- 
als and molasses added to give it 


extra palatability and food value. 


For details of a Quaker Feed 


dealership, write to: 


THE QUAKER OATS COMPANY, CHICAGO, ILL. 


PLANNED FUTURE 

Father: “Do you think he is interested 
in you in a matrimonial way?” 

Daughter: “Well, last night he asked 
me if you and mother were easy to live 
with.” 

* * * 
PROCEDURE TO FOLLOW 

Blonde: “Would you be insulted if that 
good looking stranger offered you some 
champagne?” 

Brunette: “Yes, but I'd probably swal- 
low the insult.’ 

* * * 

Speaking of a small business man’s 
minor troubles we had one helluva time 
getting into a garage the other day be- 
cause of the congestion of automobiles 
double-parked while the owners were 
getting their relief money. 

* * * 


FOREIGN 
Father: “Your new little brother has 
just arrived.” 
Modern Child: “Where'd he come from?” 
Father: “Oh, from a far-away country.” 
Modern Child: “Another damned alien.” 


* * * 


SURPLUS 
The middle aged childless farmer and 
his wife resorted to prayer that their 
loneliness might be relieved. After a 
time, they were receiving congratulations 
on the birth of triplets. 
“Prayers are always answered!” ex- 
claimed a piously enthusiastic friend. 
“Yes,” replied the farmer, “but I never 
prayed for no bumper crop like that.” 
* * * 


SIMILAR 

He: “Women are always happy before 
a glass.” 

She: “Yes, and men are always happy 
after a glass.” 

* * * 
‘TWAS EVER THUS 

Mrs. Gluck: “I had a lovely time at the 
bridge party this afternoon.” 

Mrs. Pluck: ‘Is that so? Did you win first 
prize?” 

Mrs. Gluck: “No, but I had the best 
dress.” 

WARNED IN ADVANCE 

Mistress: “When you wait on the guests 
at dinner tonight, Mabel, please don’t wear 
any jewelry.” 

New Maid: “Well, I've nothing very 
valuable, Madam, but many thanks for 
the warning just the same.” 


Archibald Percival Reginald Earl 
Decided one evening to call on his girl. 
Together they talked of their kith and 

their kin, 
He said, “May I kith you?” and she said 

“You kin.” 

* * * 
PITY THE DEAD 

Salesman: “Porter, get me another glass 
of ice water.” 

Porter: “Sorry, suh, but if ah takes any 
mo’ ice, dat corpse in de baggage car 
ain't going to keep.” 

* 

You can’t employ yesterday’s methods 
today and expect to be in business to- 
morrow. 
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trucker competition bumps 


HE itinerant merchant carry- 

ing his wares with him, travel- 

ing afoot with a pack on his 
back has been merchandising for 
centuries. This type of merchant or 
peddler was a retailer selling direct 
to the consumer. As roads and 
transportation facilities improved, 
these peddlers came to use more 
modern methods of transportation, 
such as bicycles or horses, and 
more recently the motor vehicle. 
Fifty years ago we find that this 
type of merchandising was recog- 
nized by legislative acts or by city 
or village ordinances which requir- 
ed in many cases that these ped- 
dlers be licensed to do business. 
This was necessary for two reasons: 
(1) To protect the consumer in so 
far as such protection was possible; 


(2) There was a demand by local 
merchants that these pack peddlers 
be taxed in some manner so that 
they would share responsibilities to 
a certain extent the same as the 
local merchant. 

In the past 10 to 15 years a new 
type of merchant has appeared who 
is really a more serious problem 
than the old pack peddler because 
of the volume of business today go- 
ing to this type of merchant. I refer 
to the itinerant merchant trucker or 
the “gypsy peddler” traveling by 
motor truck. 

The itinerant merchant trucker is 
not necessarily a retailer. He com- 
petes— 

(1) With the railroad company for 
the transportation business; 


(2) With the produce buyer; 
(3) With the wholesaler or jobber; 
(4) With the retailer. 


You people, many of you, are of 
the opinion that about all he han- 
dles is farm produce, but such is not 
the case, for he is in practically 
every line of retail business today. 
Itinerant merchants sell at whole- 
sale or retail a variety of products 
such as, grain, fruits and vege- 
tables, lumber, coal, petroleum pro- 
ducts, clothing, tires and tubes, au- 
tomotive accessories and parts. 

He sells to the local merchant or 
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into barriers 


to the communer as necessity or 
local demands and opportunities 
may require. 

The competition of this type of 
merchant for some reason has been 
particularly keen in the middle 
west and we find that in the past 
5 years practically every midwest- 
ern state has considered and in 


HUGH JONES, di- 
rector of licensing, 
Wisconsin motor veh- 
icle department, gave 
this interesting talk 
at the recent Central 
Retail Feed associa- 
tion convention in 
Milwaukee. 


many cases has passed some legis- 
lation to regulate the operations of 
this “gypsy” trucker. 

In legislation to regulate this type 
of business it must be recognized 
that the gypsy trucker or the itiner- 
ant merchant trucker is not a “for 
hire’ carrier. He is a private car- 
rier supposed to be hauling his own 
personal property and care must be 
exercised in order not to injure the 
private carrier; 


(1) Hauling his own property from 
an established place of business; 

(2) Or property of his own pro- 
duction; 

(3) Or property for his own con- 
sumption. 

The “for hire” carrier, that is, the 
contract or common carrier, is taxed 
on his operations. He is a direct 
competitor of the railroads and 
cther transportation agencies, and 
the fact has been previously recog- 
nized that the trucker operating in 
contract or common carriage should 
be taxed in order that they may not 
have an undue advantage over 
other transportation agencies, and 
that they pay for the use of public 


highways in proportion to their use 
of them. 

The Wisconsin law regulating 
itinerant merchant truckers is predi- 
cated on the theory that the itiner- 
ant merchant trucker is in a busi- 
ness the same as the wholesaler 
and the local retailer. Although he 
transports, he is not necessarily in 
the transportation business as such, 
although the cost of transportation 
must be added to the price of his 
merchandise. As an itinerant mer- 
chant trucker, the legislature was of 
the thought that he should share 
the obligations and responsibilities 
to the same extent as those with 
whom he comes into direct compe- 
tition. 

There can be no doubt that the 
middle-man justly complains 
against the unfair competition of 
the itinerant merchant trucker. 

He has— 

No bond requirements to meet, 

And no tax to pay other than that 
en his transportation. 

He has no merchandise stocks to 
maintain, 


He escapes local tax and com- 
munity responsibilities which are 
imposed on the established dealer, 

Of great importance in this con- 
nection the itinerant merchant 
trucker has no obligation to his cus- 
tomer as to quality, grades and 
ethical practices. 

Perhaps it would be well to de- 
fine an itinerant merchant trucker 
according to the Wisconsin statutes. 
An itinerant merchant trucker is 
any person who buys or offers to 
buy, sells, or offers to sell in the 
State of Wisconsin at wholesale or 
retail any personal property and 
transports the same upon any high- 
way, by use of a motor truck or 
other vehicle, and who at any time 
transports in said motor truck a net 
load exceeding 3,000 pounds. 

“Person” as used in the above 
definition is all inclusive, and 
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means any natural person, firm, partner- 
ship, association, or corporation. 

The word “'sell’’ as used in the definition 
of an itinerant merchant trucker in the 
Wisconsin statutes means barter, trade, or 
exchange in addition to the ordinary mean- 
ing of the word to “sell’’. There are a few 
exceptions which it may be well to call 
your attention to. (129.11 (2) ). 

Exception (a): 

The term “itinerant merchant trucker” 
shall not mean or include the producer of 
milk, dairy products, grain, fruits, vege- 
tables, livestock, poultry, or other agricul- 
tural products when these products are 
being transported by him or his agent in 
a motor truck or other vehicle owned by 
him. 

(b) A person transporting property own- 
ed by him in his own motor truck whether 


Steam cooked under 
special process makes 
this meal tastier and 
more digestible. It 
will save up to % on 
feeding costs. 


NUTRITIVE 


CREAM CALF MEAL RY DE’S cream caLr FLAKES 


the product is being hauled by him, his 
agent or employee when such transporta- 
tion is incidental to a business conducted 
by him, whether within or without this 
state and when such property is being 
transported to or from an established place 
of business. 

(c) A person transporting property for 
his own consumption or use. 

Here, perhaps, it would be well for us 
to consider the term “established place of 
business”. The Wisconsin law states “that 
it shall mean any permanent warehouse, 
building, or structure at or from which a 
permanent business is carried on as such 
and in good faith, and at which stocks of 
the property being transported are pro- 
duced, stored, or kept in quantities reason- 
ably adequate for and usually carried for 
the requirements of such business, and 


shells plus other essent 


The Red 
Spotted 
Bag 


Best for poultry and 


RYDE & COMPANY, 


Contains caleium from cooked and ground egy 


a 
Unexcelled for dry 7 
feeding. Is made from 7 
same quality ingredi- 
ents and under same s 
process as the meal. 4 
MINERALS 
The Red 
ial mineral elements. Spotted 
Box 


livestock nutrition 


5425 W. Roosevelt Rd., Chicago, Ill. 


for making trace e 


ticle. An exclusive fea 


Proved over six years 
5—The lowest cost way. 


Write for your copy NOW. 


42 East Ohio St. 
CHICAGO, ILL. 


It Will Pay You to Use 
“CCC” lodized-Manganesed Calcium Carbonate 


1—Eliminates a difficult premixing job. 


2—Uniform inclusions assured. Special process unites 
iodine and manganese with every calcium par- 


3—Iodine and manganese stay mixed uniformly. Made 
to cling tightly to other ingredients. No separation 
or settling possible. Another exclusive feature. 


4—-Iodine content never varies. Iodine protected against 
loss over long periods by “CCC” patented process. 


The new handy, complete Mixing Chart showing how to include the small 
recommended amounts of iodine and manganese easily and most economically 
in your feeds, supplements, and mineral mixtures is yours for the asking. 


The CALCIUM CARBONATE COMPANY. 


“Pioneer producers of trace elements products” 


CARTHAGE, MO. 


lements inclusions 


ture. 


of use by leading mixers. 


Box 409 836 Brandeis Theatre Bldg. 


OMAHA, NEB. 


which business is carried on regularly dur- 
ing normal business hours throughout the 
year. It shall not mean residences, tents, 
temporary stands or other temporary quar- 
ters, nor permanent quarters occupied pur- 
suant to a temporary arrangement.” 

There is much that depends on the inter- 
pretation given this term “established 
place of business”. 

(1) Could a farmer buying livestock from 
his farm using that farm as a base of his 
operations be considered as operating from 
an established place of business? 

(2) Could a farmer buy and sell from his 
farm other farm products such as fruits or 
vegetables or grain which he does not pro- 
duce and sell? 

(3) Is the local stock buyer who trans- 
ports his livestock to the local stockyards 
ships by rail to the terminal market an 
itinerant merchant trucker? Would the 
definition of the words “established place 
of business” lead us to believe that his 
residence or the local stockyards owned 
by the railroad company are his establish- 
ed place of business? 

The motor vehicle department is charged 
with the administration of the itinerant mer- 
chant trucker law. The itinerant merchant 
trucker must be licensed by the motor 
vehicle department if he wishes to engage 
in business as an itinerant merchant truck- 
er, and in the law an effort has been made 
to require the itinerant merchant trucker 
to meet certain obligations pertaining to 
insurance to the same extent that it is 
necessary for the contract and common 
carrier to meet such requirements. 

I refer here to property damage and 
public liability insurance which must be 
carried by the itinerant merchant trucker 
in an amount of not less than $10,000 to 
pay all damages for injuries to persons 
as a result of the negligent operation of 
his motor vehicle and up to $5,000 for dam- 
age done to property in any single acci- 
dent. 

In addition to the insurance require- 
ments the itinerant merchant trucker must 
be bonded. 

The annual license fee for an itinerant 
merchant trucker is $200, not pro-rated, 
and a separate application and license is: 
required for each motor vehicle to be op- 
erated. No license or license plate may be 
transferred from one vehicle to another and 
the license is not transferable from one in- 
dividual to another. 

—-- 


ALLIED OPEN HOUSE 
An “Open House” program, to which 
hatcherymen and feed dealers are invited, 
will be held at the Allied Mills Research 
Farm, Peoria, Ill., Sunday, July 21, accord- 
ing to Dr. J. E. Hunter, director of research. 
The open house is scheduled at this time 
to accomodate dealers who will be attend- 
ing the International Baby Chick associa- 
tion convention. Organized tours of the 
farm will be held at 10:00 and 11:00 a.m. 
and 1:30 and 2:30 p.m., July 21. Free lunch 

and refreshments will be served. 


@ D. P. SMELSER & Son Co. mill, West- 
minster, Md., suffered damage of $50,000 
from fire when the mill was struck by 
lightning. The mill will be rebuilt. 
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Chick 


Lf ATCHERYMEN breeders and feed 

men from all parts of the country will 
head for St. Louis, Mo., July 22-25 to attend 
the all industry conference and exposition 
of the International Baby Chick association. 
From all reports, the conference will be 
outstanding, with many vital industry 
problems up for discussion. 

The conference will open Monday morn- 
ing, July 22 with talks by nationally known 
experts who will discuss poultry accom- 
plishments for the past year and the out- 
look for the poultry industry in 1941. 

Monday afternoon the program swings 
technical to a certain extent, with flock 
selection, sexing problems, state poultry, 
chick and egg embargos, started chicks, 
broiler chicks, battery brooding, sales 
problems, poultry and egg consumption in- 
crease problems among those up for dis- 
cussion. lt is expected that much emphasis 
will be laid on continued drives to increase 
egg and poultry consumption on a wide 
national basis, as it is felt much hope for 
the industry lies in this direction. 

Production problems will come up for ex- 
tended discussion on Tuesday, with breed- 
ing, disease control, business management 
in the hatching industry, flock selection 
demonstration, sexing problems, sales prob- 
lems, transportation, feeds and feeding 
methods scheduled for a thorough analysis. 

Discussion of the latest discoveries and 
ideas and methods of feeding will get con- 
siderable attention in the Tuesday morn- 
ing sessions. 

On Wednesday there will be numerous 
committee reports and group meetings for 
national, regional and state groups. A 
special program is being prepared for 
turkey group meetings by the National 
Turkey federation. 

National and local sales problems will 
be aired in detail on Thursday morning. 
Leading authorities on the subjects will 
discuss such important topics as bringing 
customers to the hatchery, selling inside 
the hatchery, selling the customer by mail, 
methods of selling the consumer, and some 
sales needs of the turkey industry. 

Throughout Thursday afternoon there 
will be a continuation of group meetings, 
and the culmination of the various sales 
and merchandising conferences will be the 
national planning meeting. Here will be 
outlined plans for increasing consumption 
and eggs on a long-time basis. 

A feature of the convention again this 
year will be the exhibits by various firms 
in the industry. A larger number of exhi- 
bitors will show this year than last, it has 
been announced, so that those who attend 
will have an opportunity to view all pro- 
ducts and developments which make for a 
better industry. 

A special section of Exhibit Hall is being 
assigned for demonstrations on cooking 
poultry, turkey and eggs for Monday, Tues- 
day and Wednesday afternoons. Experts 
in home economics will be in charge of 
these demonstrations. In addition, the 
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program includes 
numerous features 


hotels of St. Louis will all “play up” special 
egg and poultry menus to help welcome 
the visiting hatcherymen, breeders and 
feed men. Housewives from the St. Louis 
area have been invited to attend these 


demonstrations and large crowds are ex- 
pected. This fine work, it is said, should 
serve as a basis for promotional demon- 
stration plans throughout the country by 
individuals interested in increased poultry 
products consumption. 

Special entertainment will be provided 
at the convention including a home talent 
show on Radio night and a big banquet 
night. A tasty banquet menu will feature 
a new method of preparing chicken known 
as “fried chicken a la finot.” 

@ G. D. DAVIS, National Oil Products Co., 
Harrison, N. J. underwent an appendicitis 
operation recently. He is reported to be 


recovering rapidly, which is good news to 
his many friends. 


MARION FEED MIXER 


For Precision Mixing ~ Buy A MARION 


Is the Feed you put out just a mixture, or is it MIXED. Laboratory 
tests have proven to the users that they can rely on the MARION 
MIXER for any combination of Minerals, Dry Feeds, or Molasses 


Feeds. 


The MARION MIXER may be installed below the floor, over a 


drive-way, hung from the ceiling, or mounted on legs with our 


elevator, as shown in cut. 


RAPIDS MACHINERY COMPANY 


MARION, IOWA 
TERRITORIES AVAILABLE FOR JOBBERS 
ENGINEERING SERVICE 
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— quality 
(Continued from Page Twenty-one) 


western and northern flours and 
all kinds of milk feed.” 

“Our volume of business more 
than doubled last year; business in 
all lines was materially improved. 
Our formula feeds were in constant 
high demand. In 1938 we began 
buying and shipping locally grown 
grains. That year we ran day and 
night during the harvest season, 
shipping forty carloads that first 
year. We are constantly trying to 


increase our service to our cus- 
tomers. 

“This, we believe, has proven one 
of our best mediums of advertising 
since no one newspaper medium 
covers the territory we cover to any 
considerable degree. Under these 
circumstances, we do most of our 
advertising by giving higher qual- 
ity merchandise at better prices— 
and let our customers do the talk- 
ing for us. They do it, too!” 

Only by keeping their plant up- 
to-date can they give the type of 
service they desire. One of their 


Efficiency Is Our Watchword.. . 


When we plan, every precaution is taken to see that 
a plant is built and equipped to assure efficient and eco- 


nomical operation. 


The Farmers Milling & Elevator Co., Ellendale, Minn., 
plant, shown above, is a typical example. 


Write for Particulars 
Consultation entails no obligation. Write us in confidence. 
Possibly we have the answer to your problem. 


e42¢ 


most recent installations was a 
50,000 Fairbanks truck scale, which 
is the only scale for heavy loads 
in town. They do a great deal of 
public weighing, and have lots of 
heavy loads. 

When asked if they were required 
to report on overloads for which 
there is a heavy fine in this state, 
some-one laughed, “No. Probably 
no politician has thought of that 
YET!” 

In summation, Mr. Lesch empha- 
sized, “Whatever success we have 
had has been built solely upon 
good products at fair prices, sold 
under the best service we know 
how to give. 

“We have never catered to price 
at the expense of quality. We have 
tried to train both retail and whole- 
sale customers to know that we can 
fill their every feeds-need right here 
—and that it is to their advantage 
to let us do this.” 

@ GENERAL MILLS, Minneapolis has ac- 
quired the Bluefield Milling Co., Bluefield, 
W. Va., J. L. Alexander, general manager 
of the Bluefield firm since 1923 will con- 
tinue in that capacity. 

STRONG INDEPENDENTS 

Approximately two-thirds of the total re- 
tail sales volume in the United States is 
done by single-store merchants, according 
to a recent survey by a research body. 
So says a recent bulletin of the Millers 
National Federation. 

“The percentage of the total retail vol- 
ume done by the national chains and 
super-markets increased from 12.5 per 
cent,” says the bulletin, “to 19 per cent 
during the past decade, but the volume 
done by smaller chains decreased during 
the same period. 

“It was also brought out in this study 
that chain stores of all kinds lumped to- 
gether operate at lower expense ratio, pay 
higher average wages, show greater sales 
per employe and have faster rate of stock 
turnover than independents all grouped 
together. Since 1935, however, the inde- 
pendents have shown market gains in all 
these particulars as compared with the 
chains. This seems to show that the stim- 
ulus from chain competition has greatly 
increased the efficiency of independent 
merchants.” 

NEW BOOKLETS 

The extension service of the University 
of Wisconsin college of agriculture has is- 
sued circular 297 entitled “Minerals For 
Livestock” by G. Bohstedt. In this circu- 
lar, Mr. Bohstedt takes up the important 
matter of minerals in livestock feed. Here- 
in is also presented a tale of the mineral 
elements in feeds. 

Another booklet by Mr. Bohstedt, en- 
titled “The Mineral Requirements of Pigs” 
has also been issued by the American 
Society of Animal production. 
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agreements and obiained 17 new 
members during the past year. He 
recommended that more group 
meetings be held in the future. 


Dr. R. M. Bethke of the agricul- 
tural experiment station, Wooster, 
discussed “What Constitutes Quali- 
ty in Feeds’. Dr. Bethke delivered a 
similar address, published in the 
June 1939 number of The Feed Bag, 
at the Saranac Lake convention of 
the American Feed Manufacturers 
cssociaiion but in conclusion he 
passed on the following suggestions 
from Ohio farmers to the dealers 
in his audience. The farmers, he 
said, say feed dealers are: (1) Poor 
housekeepers. They would like to 
sce cleaner and brighter feed stores, 
mills and warehouses. (2) Use too 
many old second hand bags. They 
are disease conscious and have a 
right to be, especially in connec- 
tion with poultry. (3) Handle poor 
quality alfalfa meal. They object 
to buying alfalfa meal which looks 
like “dried up straw.” (4) Are not 
conscientious about the quantity or 
quality of cod liver oil. 


Prof. Earl Jones, also of the agri- 
cultural experiment station at Woo- 
ster, next discussed “Improvement 
in Fertilizers’ and the balance of 
the afternoon program was devoted 
to an exchange of ideas between 
the terminal grain receiver and the 
country shipper. 


For the terminal operators, George 
R. Forrester, president of the Toledo 
Board of Trade, suggested that the 
country shipper; (1) actually in- 
voice every car that he ships, (2) 
mail each bill of lading promptly, 
(3) order cars of right capacity for 
each shipment, (4) hedge properly, 
(5) put all contract terms on each 
invoice, (6) route cars for favorable 
transit, (7) specify on invoice when 
federal appeal is wanted should 
car grade below expectations and 
(8) thoroughly mix grain before 
loading cars. 

Frank E. Smith, Superior Grain 
Corp., Buffalo, seconded Mr. For- 
rester’'s remarks and stressed the 
importance of proper loading. 
“Above all”, he said, “don't throw 
a small lot of poor grain on top of 
a good car just to complete a load.” 

Representing the country ship- 
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pers, Elton Kile praised the terminal 
men for material improvement in 
marketing conditions during the 
past two decades. He urged, how- 
ever, that all country shippers be 
immediately notified whenever any 
car doesn't grade satisfactorily and 
that arrangements be made for a 
further splitting of discounts on 
close grades. 

Everett Early, Everett Early, Inc., 
Waynesville, further suggested that 
the receivers always immediately 
notify shippers when cars are over 
or under-weight. 

“Roy Boarder also spoke.” That 
is the way Ray B. Bowden, execu- 
tive vice president of the Grain & 
Feed Dealers National association, 
St. Louis, tells the press to “cover” 
his address. Mr. Bowden, however, 
always has an important message 
for members of the grain trade and 
his views on current problems are 
included as part of the report of 
the Indiana convention published 
elsewhere in this issue of The Feed 
Bag. 

Completing the Ohio convention 
program on Tuesday morning was 
an address on “Inspection of Feed 
Formulas” by Stanley Leybourne, 
chief of the division of plant indus- 
try, Ohio department of agriculture, 
Columbus, and showing of the pop- 
ular technicolor movie “Vitamins 
on Parade” under the auspices of 
Dr. Cliff Carpenter, Allied Mills, 
Inc., Chicago. 


Murphy Products Co. 
Holds Meeting 


A happy and instructive summer sales 
convention was held by the Murphy Pro- 
ducts Co., at Moore’s Lakeside Resort, Burl- 
ington, Wis., July 2 and 3, with many rep- 
resentatives in attendance. 

On the first day there were meetings of 
all divisional sales managers and district 
distributors. A banquet was held in the 
evening at the Antlers Royal Palm, with 
fine entertainment. 

Speakers included Jim Murphy, L. E. 
Murphy, Burton Bigelow, well known na- 
tional sales counselor, who spoke on “Put- 
ting Sales Tools To Work,” Roy La Budde, 
Milwaukee, whose topic was “If I Were A 
Salesman,” L. J. Warren, Bob Giltname, 
Tom Burchard and J. P. Smithwick. 

Others on the sales staff covered such 
topics as the wrong way to start a day, 
the right way to start the day, developing 
dealers’ employes, digging dairy dividends, 
etc. The program for the convention was 
arranged by the Wade Advertising agency. 


Bullis Is Promoted 
By General Mills 


H. A. Bullis has been elected to the new 
position of executive vice president of Gen- 
eral Mills, Inc., Minneapolis by the board 
of directors. 

Mr. Bullis began in the Minneapolis mill 
in 1919. Since that time he has worked in 
practically every department. He has had 
sales experience, accounting work, cost 
analysis, and three years as president of 
Farm Service stores, in addition to other 
duties. Since 1936 he has been vice presi- 
dent in charge of flour and feed operations 
and chairman of the division committee. 
He is also chairman of the operating com- 
mittee. 


Ours Jt A Blessed Country 


by EMIL J. BLACKY 


Be thanktul, my friend, you are selling teed 

In a land still immune from wartime greed, 

Where the peacetime summer clouds drift by 

And famine and death is not rained from the sky; 
Where the solacing scent of new-mown hay 

Drifts untainted with powder smoke today; 

Where you live and breathe with no need to skelter 
In panic and fear to a bomb-proof shelter; 

Where grazing herds find no need to dread 

The death that they sense lurks overhead; 

Where majestic waves the ripening wheat 
Untrampled by tanks and invaders’ feet; 

Where a mother’s son is a boy to be kissed, 

Instead of a name on a casualty list. 

Yes, cherish it, love it, this land of our own 

Where the precious seeds of our freedom were sown. 
Shout your thanks, my friend, from steeple and crag 
That over it waves the American flag. 
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Feed Proteins 
and Minerals 
without 
Increasing Cost 


Wholesale feed stuffs prices gen- 
erally are higher than a year ago, 
while digester tankage and meat 
scraps are 15% lower. These 
meat concentrates are recogniz- 
ed as the best sources of proteins 
and minerals. Relative market 
values now make it possible to 
make liberal use of best materials 
in the formula without increas- 
ing the cost of the feed. 


Specify Red W Brand Digester 
Tankage, meat and bone scraps, 
and Special Prepared steam bone 
meal for uniformly excellent 
quality. 


WILSON & Co.| 


Y WV 
Kansas City 
Oklahoma City 
Cedar Rapids Albert Lea 
Omaha Philadelphia 
Boston New York 


Chicago 


Los Angeles 
Columbus, Ga. 


RED BRAND 
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farmer has no idea how much you will 
or can pay if you raise your bid... 
when you find he will not sell. Post your 
prices right in the open daily and if you 
happen to be absent at the time of phone 
inquiries any employee can and should be 
allowed to give the information which, 
after all, should be your best price to any 
and all. 

Above all, establish and deserve a repu- 
tation of unquestionable integrity. Some 
day you may need it. 

Don't allow your overhead to become 
so heavy that you are driven to buy mar- 
ginal business at a song. Very few songs 
pay dividends. Most of this will stay with 
you only so long as you continue to pay 
more than it is worth. 

Don't be too busy trying to get new busi- 
ness to look after past business on which 
a profit has already been earned if the 
account is collected. 

Sometimes too large a surplus in your 
bank accounts leads to lax collection of 
accounts. The longer overdue accounts 
are allowed to run, the harder they are to 
collect. Watch your credits. Liquor may 
improve with age, but not accounts. 

I quote the following statistics relative 
to collection experience of firms doing a 
credit business. 

Accounts 60 days past due are 89 per 
cent collectable. 

Accounts 90 days past due are 74 per 
cent collectable. 

Accounts 6 months past due are 67 per 
cent collectable. 

Accounts three years past due are 23 
per cent collectable. 

Accounts five years past due—no good. 

This is representative of my own experi- 
ence in my business and also other busi- 
ness with which I happen to be acquaint- 
ed. We have a credit bureau in Fairfield 


county—no membership required. The cost 
for verbal or telephone information is 25 
cents per inquiry. If a written report is 
required a charge of $1.00 is made in addi- 
tion to phone calls, long distance included, 
if necessary. I have used this and usually 
found them prompt and well worth the 
cost. Select some good, reliable collecting 
company—likely to stay in business, and 
turn your uncollectable accounts over to 
them before it is too late. 

Don't hand a few bad accounts to every 
solicitor of this kind of business calling on 
you. You may never see him again and 
he may have collected the possible ones 
and taken your money and his commission. 
Be slow to sign a contract with a collecior 
—he may get all the money. 

Most of you are mixing feed under your 
own license. There is no reason why you 
should not be able to use your local sup- 
plies of grain and buy your protein sup- 
plies from reliable people, thereby supply- 
ing your local trade profitably to both you 
and your farmer trade. 

Subscribe to good trade journals. Keep 
posted on new experiments being tried at 
the different state experimental stations. 
Methods of feeding change rapidly and 
usually produce better results. 

Carrying a high grade of merchandise 
establishes a reputation of quality mer- 
chandise. Keep supplies on hand tending 
to attract the better line of potential cus- 
tomers of a community. 

After all, your success and prosperity de- 
pends upon the prosperity of your custom- 
er and if he cannot pay you and make 
money on your product, your days are 
numbered. If at all possible, make it a 
habit to see salesmen promptly and give 
them a hearing. Remember, they are only 
out to make a living like you and you may 
also have salesmen out, if not to the retail 
trade to the farmer trade, which classifies 
them as salesmen. You men who are sales- 
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41% Protein 
Guaranteed 


The PIGMENTATION factor 


is of first importance in poultry mashes, par- 
ticularly in broiler and turkey rations. Dia- 
mond Com Gluten Meal provides the sub- 
stance xanthophyll which produces the de- 
sirable yellow skin color in poultry. Good 
poultrymen know this because they keep 
posted on Experiment Station findings, and 
accordingly they are demanding mashes con- 
taining Corn Gluten Meal. Your poultry feeds 
will meet this demand if they contain Diamond. 


CORN PRODUCTS SALES CO. 
NEW YORK — CHICAGO — KANSAS CITY 


DIAMOND CORN GLUTEN MEAL 
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IN YOUR FEED 


Displays That Sell 


Display is an important factor in selling feeds and farm sup- 
plies. We know of one dealer who increased his sales by placing 
ten bags of different kinds of feed and supplies outside his feed 
siore every morning and sticking signs advertising the feeds into 
the tops of the sacks. The feeds varied from growing mash to 
hog feed to salt. Many farmers stopped at those sacks, read the 
signs, felt the feeds, then came in to buy. When they entered 
the feed store, their minds were already filled with suggestions 
of things to buy. This dealer made his display plan more effec- 
tive by having fine interior displays, too, with the proper signs. 


Sell the Reosters 


One dealer built up a large chick and feed business by offer- 
ing to buy from his customers all roosters out of chick flocks 
which he sold them. Then he put these roosters into a large pen 
behind his feed store and fed them carefully. In a short time 
he had heavy roosters ready for the market. Then he advertised 
in his local newspaper that he would sell these roosters alive or 
dressed. He had no difficulty in selling the whole lot to local 
people and made a nice profit to boot. Farmers appreciated 
this service. They showed no hesitation in buying chicks from 
the dealer when they knew he would buy back the roosters. 


County Gain Displays 


Dealers will soon be thinking about their displays of feeds and 
farm supplies at various county fairs throughout the country. 
More and more dealers are going in for this kind of promotion, 
as they find a county fair is usually an excellent place to con- 
tact the farm trade. Those dealers who have exhibited in the 
past find that guessing contests, the distribution of free poultry 
and agricultural information and the like works out very well. 
Every dealer can get a large supply of booklets from feed man- 
ufacturers to pass out at such fairs, and this will attract farmers 
to a booth. One dealer had a lot of success by passing out a 
free egg record chart with his name printed in bold type at the 
bottom. This brought him a great deal of business. 


Bold Fronts Pay 


Paint costs very little in comparison with the results obtained, 
and most feed dealers can use paint to make the front of their 
stores and mills attractive, and can also use it for advertising 
purposes. Most feed fronts, and especially the sides of feed mills, 
can be used to portray pictures of chickens, cows, hogs, etc., 
arranged in such a way as to add to the attractiveness of the 
premises and to remind farmers of feed and farm supplies. 


Rat Killing Programs 


With more and more interest being shown nationally in rat 
killing campaigns, feed dealers can help promote such ventures 
and cash in on them, too. Usually all the merchants of a town 
get together and promote a Rat Killing Week, offering suitable 
prizes to farmers who bring in five, ten or more rat tails. In 
one campaign last year, merchants in one Nebraska town took 
in 18,000 rat tails from farmers. Inasmuch as a rat consumes 
about $3.00 worth of food per year, these merchants saved 
themselves and their community $54,000, plus killing off an 
increase in the rat population. 
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HOWELL 
FEED PLANT EQUIPMENT 


@ Everything in equipment and supplies for feed 
mills and processing plants. No matter what you 
need we can furnish it promptly and at prices that 
will save you money. We are manufacturers, and 
distributors of the following well known lines: 


Howell Power Transmission Equipment—Diamond Attrition 
Mills—Jacobson Hammer Mills—Howell Roller Mills—Batch 
Mixers—Speed King Corn Crushers—Sidney Shellers—Corn 
Crackers and Graders—Waukesha Power Units—Stearns Mag- 
netic Separators—Howell Combined Scalper and Magnetic Sep- 
arators—Clipper Cleaners—Challenger and Expert Clover Scari- 
fiers and Oat Hullers—Ceresan Treaters—Soweigh Scales— 
Calumet Elevator Buckets—Gopher and Atlas Belting—Western 
Pellet Machines—Marvel Molasses Process—MacClellan Batch 
Mixer— Vita Cereal Mills—Midget Marvel Flour Mills. 


Complete information and prices on request 


MINNEAPOLIS, MINNESOTA 


Established 1879—61 years of service to the Feed Industry 


One of These Days 


DRIED MILK 


Will Bring More Money 


THERE NEVER WAS A BETTER TIME 


TO GET OUR PRICE 


La Budde Feed & Grain Co. 


“The Milkman of the Northwest” 


741 N. Milwaukee St. Milwaukee, Wis. 
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VITAMIN B: PLUS OTHER 
KNOWN VITAL PLANT, 
GROWTH FACTORS fie 


Easy to use a 
No Refrigeration 


A new product to meet 
new demand of farmers, 
nurserymen and home gar- 
deners. VITA-FLOR is 
more than Vitamin Bu. 
Experiments have proven 
VITA-FLOR to be more 
helpful than Vitamin Bi 
alone. 

Write today for full details, 
price lists, and information 
about liberal dealer dis- 
counts on VITA-FLOR in 
handy eye-dropper bottle. 


NATIONAL OIL PRODUCTS COMPANY 


HARRISON. NEW JERSEY 


PROFITS 


CAN COME IN 
SMALL PACKAGES 


The pigeon industry may 
seem to you like a pretty 
small affair; but there are 
good profits to be made 
in handling pigeon feed, 
grit, and supplies. Foust’s 
Health Grit, with its ex- 
clusive formula, is admit- 
ted to be fast selling, best 
in the field. It is backed 
by a national advertising 
program, with excellent 
dealer arrangements. 
Write for sample and 
prices. 


GEORGE FOUST CO. 


DEPT. D GUILFORD, CONN. 
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men, watch yourselves. Don't get the habit 
of taking too much of your customer's time. 
Often a man with the outward appearance 
of leisure is busy. 

There has been much talk among coun- 
try operators for the last two years regard- 
ing the fate of many of the country grain 
shippers. Much of the blame has been laid 
at our government's door. I am not at all 
in sympathy with the idea of paying any- 
one not to produce. Up North we pay 
farmers not to grow corn and wheat. Then, 
we allow him credit to sow lime so he can 
grow more corn and wheat as well as 
more clover. 

Down South we pay the farmer not to 
grow cotton, which is the equivalent of 
paying him to grow corn. 

Most of you seem to feel this is a mis- 
take and I agree with you. It is just a 
tail-chasing scheme and eventually will 
lead to nothing but disappointment. 

However, many of you own farms. How 
many of you have accepted money for not 
farming on the theory that you have to pay 


for it anyway and might as well take it? 
I fail to see how anyone can criticize any 
project and at the same time go with it. 

South America is offering cottonseed 
meal several dollars under southern meal 
prices. This hurts the South. North Caro- 
lina was good for 175 million dollars of 
northern crops just a few years ago. Now 
it is a surplus corn producing state. 

Georgia is also raising corn in volume. 

What will be the result if the corn pro- 
ducing area is unable to raise more than 
1Yebillion bushels of corn and market it on 
foot or as grain? Our export trade is get- 
ting less and less. 

From 1927 to the time of the inaugura- 
tion of the federal farm board in about 
1931, agricultural products accounted for 
35 per cent of the entire dollar value of 
our exports. Since that time they have 
gradually declined until the dollar value 
for 1939 only accounted for 21 per cent of 
our entire exports. Can or will the con- 
suming trade pay a price that will make a 
1¥2 billion crop pay? There is no argu- 
ment on farm prices being too low. It is 
just the question: Will the farmer get any- 
where growing weeds? 

If something must be done to help the 


POTASSIUM IODIDE MIX 


@ An intimately blended and milled combination of 90% 
Potassium Iodide U.S.P. with Calcium Carbonate and Calcium 
Oxide. Protected by U.S. Patent. 


A stable, very finely divided Powder, bulky and free running, 
thus assuring uniform distribution and a uniform ration of 


Iodine in your feeds. 


Write for Sample and Circular 


PFIZER) 
Quatity) 


Est. 1849 
Manufacturing Chemists 
CHAS. PFIZER & CO., INC. 


81 MAIDEN LANE, NEW YORK, N. Y. 
444 GRAND AVE., CHICAGO, ILL. 


FULL PROFITS from 


Custom Grinding and Mixing... 


@ Kelly-Duplex Mill Machinery makes more money 
for you in custom grinding and mixing by turning out 
more work in less time at a lower operating cost. The 
superior results obtained with this equipment guar- 
antees satisfied customers. Reduces repair bills and 
shut-down time to a minimum. Kelly-Duplex increases 
your profits in every way ... reducing operating costs; 
doing a better job: saving time and labor. 


Write us today for catalog. 


THE DUPLEX MILL and MANUFACTURING CO. 


“Complete Mill and Elevator Equipment” @® SPRINGFIELD, OHIO 
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farmer, it certainly should be done in such 
a way that he would be able to maintain 
production until at least every man, wo- 
man, and child in this country had all they 
needed to eat. Compare the cost of 20 
cents a bushel on corn and 30 cents a 
bushel on wheat with the entire cost of 
our present set-up and you be the judge 
...Is this a paying proposition and does 
it have the tendency to make better Amer- 
ican citizens? 

I have avoided talking on current topics 
for obvious reasons. However, I am un- 
able to make myself pass up entirely all 
opportunity to put in my bit, hoping most 
of you are in sympathy. The American 
public resembles fishermen. When the fish 
are biting, the fishermen are so absorbed 
with catching fish that they forget to look 
for clouds in the sky. When the storm 
strikes, it usually results in the swamping 
of many boats. 

I fail to see any reason for destroying 
our industrial and governmental system 
when it is very apparent that the average 
home and the average family have more 
of the luxuries of life in their home today 
than have ever been enjoyed and decided- 
ly more of these better pleasures of life 
than are enjoyed by the citizens of any 
other nation on the globe. I have in mind 
a man, who, lived in Philadelphia, named 
Charles E. Carpenter. He has been dead 
some 12 or 15 years. He spent the last 
several years of his life issuing little book- 
lets trying to wake up the United States to 
the presence of an undesirable element 
that was gradually growing in this coun- 
try. I happened to be on his mailing list. 
When I received the notice of his death, 
I felt as if I had lost a lifetime friend, 
while, of course, I never met the man. He 
was right. Today we have an element in 
this country which would destroy what is 
undoubtedly the best system . . . with all 
its faults . . . that there is on the globe. 

I attended our local graduation exercis- 
es a short time ago in our high-school and 
I could not help but realize the difference 
in the appearance, the ability, and the 
character of those 24 young folks as com- 
pared with a similar group of 40 years 
ago. To a stranger it would have been 
absolutely impossible to distinguish the 
children coming from the under-privileged 
families, if we have any, and those com- 
ing from the privileged families. And@ still 
we have those and many of them who 
claim that our system is all wrong. 

Likely the greatest fault of our system 
today is allowing those whom we elect to 
public office to abuse the privileges that 
are bestowed upon them. The average 
individual has been so busy earning a liv- 
ing for himself that he has failed to see 
to it that those he helped to elect to repre- 
sent and govern him performed his duties 
in an efficient, economical manner. This 
can and I hope will be corrected without 
any unnecessary strife or trouble in this 
country. 

The gravest danger to future happiness 
of America today is the European carnage 
which appears to me to be the result of 
political greed and lust for power... 
unfortunately entrusted in the hands of 
unscrupulous men. 

You all know propaganda was the prin- 


THE FEED BAG — July, 1940 


ciple reason for getting us into the World 


war. You also all know that it has taken 
all of the years following that war to in 
a measure counteract the moral effect on 
the boys sent across. Many of them never 
will see a healthy day again. Entirely too 
many of them had their morals ruined for 
life. This is in no way meant to criticize 
those boys who carried the guns. The re- 
sponsibility rests directly on the American 
public. If you have no boys to send to 
this war, perhaps you have daughters who 
some day will marry. If you have neither 
sons nor daughters, you, at least, should 
have America at heart. 

If we must prepare ourselves for defense, 
and it appears that we must, in spite of 
all the money that has been deliberately 
wasted, let's do it! But forget party differ- 


ences. Don't countenance political differ- 
ences for position. Regardless of who it is, 
be firm. See that they do the job without 
any undue waste and do it well. We can 
much better afford a few billion dollars to 
maintain our independence than we can 
afford to take the chance . . . if engaged 
in another war .. . of losing our inde- 
pendence and happiness and representa- 
tive government that we have enjoyed for 
several generations. In other words, I am 
one who feels that it will be impossible to 
throw off the regimentation that would be 
imposed on industry, agriculture, labor, 
and capital today if we engage in another 
European conflict. 

@ CUTLER DICKERSON Co., Adrian, Mich., 
has installed a Hughes hammer mill. 


from us. 


Ty Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. 
Next time you are in the market for any of 
the products listed here let us furnish your 
requirements. Our fast service and quality 
products make it worth your while to buy 


FAST SERVICE 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


Table Rolled Oats 
Feeding Rolled Oats 
Steel Cut Oat Groats 
Feeding Oat Meal 
Pulverized and Bolted 
Oats 

Whole Oat Groats 
Steel Cut Wheat 
Ground Oat Groats 


Oat Mill Feed 

Oat Mill Feed with 
Molasses 

Pulverized and Bolted 


Screenings 
Steam Crimped Oats 
Steam Rolled Barley 


Hominy Feed the best bayiol 
_ all farm feeds—provides more feed 
per dollar. 
DIGESTIBLE NUTRIENTS 
‘PER DOLLAR 
"Write for free booklet that gives 
you valuable information on 
Hominy Feed —85.2%, digestible 
nutrients. unequalled among all 
common feeds. 


79 West Madison St. 


AMERICAN CORN MILLERS’ FEDERATION 


Chicago, IMinois 


“Com. 


js always king. 


ed. “There is 


ton. 
ts and pe 
ble nutrien course, hominy 


miny an 
corm very closely 
° 


e47 


rer 
-. «Hominy Feed is cheaper and : 
better than com meal for dairy 
prot. E. Ss. Savage at the Cornell 
Nutrition School. 
when in plentiful supply: 
Prof. Savage 
continu nm unlimited 
supply of co™ this Yeo" and. ac- 
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— research 


(Continued from Page Eighteen) 


less than half the corn acreage of the state 
has been planted to the new strains which 
excel in yield, in disease resistance, in 
strength of root, and in stiffness of stalk 
cnything that was previously available to 
our farmers. 

This growing confidence in research as 
a guide to farm practice has not gone un- 
noticed by trades which serve farmers—as 
for example, the feed trade. The adver- 
tisements and sales literature put out by 
the industry are filled with references to 
scientific tests, to vitamin requirements, and 
to similar statements that attempt to con- 
vince farmers the feeds being promoted 
are the last word in scientific achievement. 

Enthusiastic feed salesmen, unfortunate- 
ly, are sometimes willing to create the im- 
pression that ingredients used in particular 
brands, or particular products, have supe- 
rior values, when actually these claims or 
implications have not been demonstrated 
by unbiased scientists. Farmers are grow- 
ing skeptical of what they read in sales 
literature, and this skepticism and lack of 
con idence can only be corrected by a 
rigid adherence to the facts as shown by 
tests made by persons having no selfish 
interest in the products in question. 

The agricultural experiment stations are 
not policemen. They have no desire to en- 
gage in law enforcement activities. They 
do insist, however, that the findings of the 
stations be used constructively to advance 


Dust can cost you more 
than a bad fire. Uncon- 
trolled, it is a constant 
menace to your invest- 
ment. We've made a 
study of dust control for 
years, and our findings 
are available to you at 
no obligation. Send for 
our illustrated booklet. 
Better yet, send for us! 
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the welfare of farming and of farm people. 
They resent, and will actively oppose, 
efforts which warp or twist the stations’ 
findings to the disadvantages of the rural 
people in whose behalf the government 
has asked the stations to work. 

We must never forget that farmers do 
business on a very small margin of profit. 
As a group, they do most of their buying 
at retail, and their selling at wholesale, 
prices. They simply cannot afford to pay 
more for farm supplies, such as feed, than 
the minimum which will cover the actual 
costs and reasonable profits of efficiently 
operated agencies that sell to them. The 
trouble with tco many of the products that 
are offered for sale is not in their quality, 
for often they have high nutritive value, 
but that they cost more than they are 
worth nutritionally. 

I know that most of you are retailers 
who know your farmer customers intimate- 
ly. You are aware of the situations I have 
just described and you are working on a 
small margin yourself. What I have said 
should not be considered as criticism of 
you, but rather an attempt on my part to 
strengthen your determination to give 
your customers the best advice, and the 
best service, of which you are capable. 

I ask your cooperation in protecting the 
good name of science and research. Self 
effort and research have been the methods 
that we have followed in making this the 
wealthiest nation in the history of the 
world. They have given our people the 
highest standard of living ever enjoyed by 
any group of people that ever lived. 


I urge your group in building even 
greater confidence in science and the sci- 
entific method on the part of the people 
with whom you have daily contact. There 
can be fifth columns in science just as it 
has been demonstrated that there are in 
politics and in war. 

Right now most Americans are baffled 
and uncertain. Ten years of effort have 
failed to yield a solution to the problems 
of unemployment of millions of our people. 
Across the ocean nations have virtually 
ceased to use public funds to raise the 
standard of living of their own citizens, 
and are instead using every energy ai 
their command to destroy their neighbor 
nations. 

I make the statement that the craving of 
all nations for a greater supply of the good 
things of this world for themselves and 
iheir people cannot be attained by con- 
quest in this day and age. Neither can 
they come by the mere passage of laws 
by congress or the state legislatures. 

I confess I do not know why, but you 
who have seen what a small amount of 
public money spent in agricultural research 
has done for farming, and for all humanity, 
might well ask yourselves why the citizens 
of the United States have, during all these 
depression years, omitted putting new 
money on the one investment that has 
broughi them more dollars in returns dur- 
ing the past than any other enterprise in 
which similar sums were invested. 

The large milling companies, and most 
of the other successful corporations in 
America, have research departments that 
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are rendering important service to these 
companies, and such research is resulting 
in large benefits to the public generally. 
This type of privately supported research 
is excellent, and should be extended. 

But there are even larger opportunities 
for the use of science to advance the com- 
mon welfare in fields which we can hardly 
expect private agencies to explore. Natur- 
ally, private companies will give first at- 
tention to things that can be patented or 
controlled in the interest of the companies 
that are paying the cost of such research. 
Publicly supported research agencies, on 
the other hand, can undertake any investi- 
gations that promise benefits to the public 
generally, many of which could not be 
justified to the stockholders of a corpora- 
tion whose primary interest is profits. 

I do not oppose programs of military 
preparedness. But some day the war is 
going to be over. Nations that have 
squandered their wealth in building up 
armaments will suddenly find themselves 
with no work for the soldiers and the un- 
employed munitions workers. It seems to 
me just plain horse sense for our govern- 
ment, right now, to start research that will 
seek to find, and to have available, the 
new jobs that will be needed for millions 
when the war clouds have passed. 


Borden Co. Enlarges 
Research Program 


Laboratory facilities serving the special 
products division of the Borden Company 
are being further expanded as a result of 
widening use by feed manufacturers of 
special ingredients based on Borden nu- 
tritional research. 


Borden's enlarged research program in- 
cludes establishment of a new animal nu- 
tritional laboratory near Elgin, Ill., where 
research pertaining to special products for 
feed manufacturers will be centralized. 

In announcing the special new animal 
nutrition laboratory at Elgin, IIl., the Borden 
Company is consolidating the discoveries 
of research in biology and food chemistry 
of several Borden laboratories. 

Borden's animal nutrition laboratory at 
Elgin will, in addition to its own work, 
utilize past and future research develop- 
ments of Borden’s Syracuse laboratory, 
Syracuse, New York, the Walker-Gordon 
laboratory farms at Plainsboro, New Jersey, 
one of the largest certified milk plants in 
the United States, and the Borden biologi- 
cal and chemical laboratories, located at 
Bainbridge, New York. The Bainbridge 
laboratory since 1925 has had as one of 
its major projects research on vitamin D 
and on the vitamins of the B-G complex. 
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NATIONAL CALF PELLETS 


Now you can sell a calf food in pellet form which 
will help your customers raise better calves and higher 
producing cows. National Calf Pellets are manufactured 
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ILLINOIS 

Woodbine Feed Co., Elizabeth, recently 
underwent reorganization. August Siemen 
is president. 

Central Feed Mills, Highland, suffered 
$20,000 damage in a disastrous fire on 
June 19. 

Cornelius K. Madderom, Roseland, died 
recently at the age of 85. He had oper- 
ated a feed mill since 1885. 

James R. Scannell, 23, Aledo died re- 
cently. He was a partner in the feed and 
coal firm of Baldwin and Scannell. 

A. H. Burns of Burn Feed Co., Sparta, 
has purchased the Cazel Feed & Seed Co. 

Van's Feed store, Kewaunee has moved 
into a new location. 

H. D. Sargent has opened a feed mill at 
Pontiac. 


Frank Heyer & Son feed mill, Lena was 
severely damaged by fire last month. 

Lively Feed store, Waverly, has moved 
into a new location. 

Rex Boyll, Hutsonville has purchased the 
Newlin Elevator and is remodeling it. 

P. & R. Feed Co., Atkinson, has opened 
a new feed store, carrying a complete line 
of stock and poultry feeds. 

G. A. Muth, Aurora has purchesed the 
Kelley Feed store. 

Mercer County Feed Mill, Aledo is going 
out of business. 
@ FRED C. MORSE & Son, Guilford, Conn., 
are installing a large two ton vertical, Rob- 
inson mixer and making other improve- 
ments to the mill to accomodate increased 
business. 


SOYBEAN 


41% 


“EXPELLER” PROCESSED 
NUT-LIKE FLAVOR 
HIGHLY PALATABLE 
HIGHLY DIGESTIBLE 


MANUFACTURED BY 
THE TOLEDO SOYBEAN PRODUCTS CO. 


Plant and Office: 215 Pontiac St., Toledo, Ohio 
Phone Pontica 3434—3435 
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The Denver Alfalfa 
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LAMAR, COLO. 
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Get the full benefit of Conkeys nation- 
wide advertising. Poultrymen are hear- 
ing and reading the exclusive Conkeys 
Y-O story on the radio and in leading 
Poultry and Farm Papers. Lay in a stock 
of these vitalized feeds and see how easy 
it is for both you and your customers to 
profit from them. Write Today for Con- 
keys Liberal Dealer Proposition. 


The G. E. CONKEY CO. 
6761 Broadway, Cleveland, Ohio 
Mills and warehouse stocks at convenient centers 


SELL (onkeys - THE YEAR ROUND PROFIT LINE 


Four fine fellows, who really made 
things hum in ihe feed industry, were 
born on one hot day during July —the 
18th. They are Herman Franke, Milwau- 
kee, pioneer feed jobber and founder of 
the Franke Grain Co; Earl Ibberson, well 
known Minneapolis elevator and feed 
mill builder; Joe Free, former Columbus 
dealer and big chief of the Milwaukee 
Tallow & Grease Co; and J. F. Moyer, 
Dodge City, able executive vice president 
and secretary of the Kansas Grain, Feed 
& Seed Dealers association. 

The first feed trade fire cracker on our 
list is Clarence D. Moll of the Paetow 
Co., Milwaukee, who was born July 7. 
Dr. Tevis M. Goldhaft, Vineland Poultry 
Laboratories, Vineland, N. J., came along 
July 8; S. N. Osgood, Fruen Milling Co., 
Minneapolis and H. 
C. Fisher, Northrup 
King & Co., Minne- 
apolis, both on July 
10. 

Fred B. Ris, Corn 
Products Refining 
Co., New York City, 
followed on July 11, _. 
with G. D. Davis, — 
National Oil Pro- ) 
ducts Co., Harrison, j 
N.J.,onJuly14;.E. 
Davis, Northern Sup- 
ply Co.,Amery, Wis., G. D. DAVIS 
on July 17, and Walter E. Smith, president 
of Rogers & Smith Advertising agency, 
Chicago, on July 19. 

Emory Cocke, Ashcraft Wilkinson Co., 
Atlanta, Ga., started in the feed and fer- 
tilizer business July 21; T. R. Shaw, Car- 
gill, Inc., put on his first kilties July 22; 
B. J. Krieg, Deutsch & Sickert Co., Mil- 
waukee, was born July 25, and Fred K. 
Sale, Indianapolis, secretary of the Indi- 
ana Grain Dealers association, on July 26. 

Oscar Haertel, Hiawatha Grain Co., 
Minneapolis, said “hello” on July 27; 
Walter Berger, treasurer of the Western 
Grain & Feed association and president 
of the Des Moines Oat Products Co. put 
on his Sigma Chi pin July 28; Samuel N. 
Golden, Amburgo Corp., Philadelphia, ate 
his first vitamins July 29, and Elmer Pae- 
tow, the Paetow Co., Milwaukee, also in- 
troduced himself on July 29. 

Three more fellows came under the 
wire on July 31. They are Ed. S. Miller, 
Miller Cereal Co., Omaha; James Pehle, 
King Midas Flour Mills, and H. A. Vander- 
hoof, both of Minneapolis. 


GRAIN TRADE INCREASE 

An increase of 41 per cent in the volume 
of trade in grain futures on the Chicago 
Board of Trade during the fiscal year end- 
ed June 30 over that of the previous year 
was announced recently by Dr. J. W. T. 
Duvel, chief of the commodity exchange 
administration. Approximately 85 per cent 
of all trade in grain futures in the United 
States is conducted on the Chicago Board 
of Trade. 
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flags on patriotic holidays,” declar- 
ed Mr. Burman.” On July 4th every 
year we have flags flying. It is the 
right thing for business people to 
do, as well as other people, on our 
national birthday, on Armistice Day, 
Memorial Day, Flag Day and the 
like. The present state of affairs 
overseas should shake a lot of leth- 
argy out of us and make us more 
mindful of certain observances.” 

So far, the Burman store has 
never emphasized live display feed- 
ing demonstrations, limiting that ac- 
tivity to feeding baby chicks, but it 
is realized where conditions make 
it feasible, these feeding demonstra- 
tions have value. In a broad gen- 
eral way, the policy is to cooperate 
with feed manufacturers and other 
manufacturers, to operate a clean, 
attractive, modern place of busi- 
ness, to win friends among the 
farmers and feeders by honesty and 
pleasant dealing and by constant 
advertising. 

Polo is a nice town in a very pro- 
gressive northern Illinois farming 
section between Dixon and Free- 
port. It is a region noted for fine 
hogs and cattle, good flocks of poul- 
try, and has, therefore, certain ad- 
vantages for the feed retailer. Of 
course, there is plenty of competi- 
tion, too, and unless a merchant has 
plenty of energy and resourceful- 
ness he may not be able to keep 
pace. 

As one poultryman said, explain- 
ing Mr. Burman’s success: “He is a 
quality dealer, not one always 
singing the old song of a cheap 
price. As a result, a great many of 
us have learned to rely on what we 
can buy there. Whether it’s feeds, 
seeds, or chicks, if Burman sells it 
you will find it is something that 
will do well for you.” 

Mr. Burman believes in getting as 
much cash trade as possible. Oc- 
casionally, it is necessary to sell 
feeds on credit. He says about 10% 
of his business is credit business 
and sometimes the collections are 
a bit hard to make. No matter how 
careful one is, a certain amount of 
slow-pay accounts will land in the 
book. He thinks tenant farmers as 
a class are a little harder to collect 
on and it seems to him that collec- 
tions this year are harder to make. 
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Charles F. Kieser, manager, special pro- 
ducts division, the Borden Company, 350 
Madison Avenue, New York City has 
qualified for membership in the Flying 
Fisherman Club with a catch of one of 
the two longest Blue Marlins on record it 
was revealed recently by Capt. E. V. 
Rickenbacker, president and general man- 
ager of Eastern Air Lines, the sponsoring 
organization. 


SWIFT & COMPANY 
SOY BEAN MILLS 


Champaign, Ill. @ Cairo, Ill. 
Des Moines, Ia. @ Fostoria, O. 


Manufacturers of 


SWIFT'S 
SOY BEAN OIL 
MEAL 


Pure old 
process 41% 
protein 
guaranteed 


While trolling off Bimini, Bahamas, B.W.I., 
Kieser caught a 560-pound Blue Marlin 
measuring 13 feet 10 inches in length. This 
fish is four inches longer than the world’s 
record Blue Marlin, 730 pounds, caught by 
Mrs. Mary Sears last June, measuring 13 
feet six inches in length. 


PENNSYLVANIA DEALERS MEET 


The annual summer meeting of the South- 
eastern Pennsylvania Feed Merchants as- 
sociation, was held June 5 at the Brookside 
Country Club House, Pottstown, Pa. The 
morning session was devoted to trade prob- 
lems, and was followed by a luncheon. 

At the afternoon session, Albert J. Thomp- 
son, president of the Eastern Federation of 
Feed Merchants, addressed the meeting, 
as did Homer Uhler of the Atlantic Seed 
Co. and Addison Kreibel. 

The following officers were reelected: 
president, John V. Nolan, Malvern; vice 
president, Clarence Kratz, Schwenksville; 
secretary-treasurer, Howard A. Simpson, 
Norristown; assistant secretary, Robert J. 
Mattern, West Point; members of the exec- 
utive committee, Albert J. Thompson, Wy- 
comb, and §. L. Shanaman, Honey Brook. 

@ HAROLD A. ABBOTT, Jr., a seven pound 
baby boy born on June 14 is now the de- 
light of his father, Harold A. Abboit, Sr. 
Mr. Abbott is manager of the soybean pro- 
cessing division of Funk Bros. Seed Co., 
Bloomington, Ill., and is a past president 
of the American Feed Manufacturers As- 
sociation. 
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Twenty-five splendid entries in the fourth 
annual National Feed Week poster contest 
were on display at the convention of the 
American Feed Manufacturers association 
at French Lick, Ind., May 24-25. There was 
no ideniification except by number. Ballots 
were distributed to members and guests 


and the compilation of votes showed that 
Eugene Hoy, Purina Mills, St. Louis, won 
first prize. He will receive a check for 
$50.00 from the Americom Feed Manufac- 
turers association which is sponsoring ob- 
servance National Feed Week this year. 

Second choice went to F. L. Fairly, Kan- 


Soybean Oil Meal Futures... 


E. E. Buxton 


C. G. Carter E. T. Lindsey 


The Memphis Merchants Exchange, which has con- 
ducted a Cottonseed Meal futures market since Janu- 
ary 15th, 1929, announces the beginning of futures 
trading in SOYBEAN OIL MEAL on July 8th, 1940. 
Full particulars may be obtained from the Secretary 
or any of the following members of the Memphis 
Merchants Exchange Clearing Association: 


Humphreys-Godwin Co. S. T. Pease, Jr. 


W. B. Dashiell L. B. Lovitt & Co. 
Fenner & Beane O. A. McFall & Co. 


Zimmerman Alderson Carr Co. 


Reese & Fly 
Royal Feed & Milling Co. 
Standard Commission Co. 


EASTER 


Receivers, Shippers, Elevator Operators 
CONSIGNMENTS SOLICITED 


GRAIN ELEVATOR 
CORPORATION 


Buffalo, N. Y. 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


FHIAWATEA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


sas City, Mo; third choice to C. C. Faw- 
cett, St. Louis. Honorable mention went 
to Annabel Peterson, Milwaukee (who de- 
signed the 1938 winning poster); Neil Alte- 
kruse, Troy, O.; Ray Maas, Milwaukee 
(who designed the winning posters in 
1937 and 1939); J. L. McNerney, Kansas 
City, Mo, and Arvid Peterson, Detroit. 

David K. Steenbergh, chairman, states 
that this year’s posters are the finest sub- 
mitted in the history of National Feed 
Week. The first winner was selected by a 
majority of those voting; the remainder 
were very close for runner-up honors. 

Reproductions of the winning posters will 
be introduced through the trade press next 
month and orders for posters and stickers 
will be solicited. 

NEW YORK 

Southworth Feed store, Pitcher, was de- 
stroyed by fire last month. 

N.V.V. Feed Corp., Manhattan has been 
formed to deal in feeds, seeds and grain. 

Marin Sales Corp., Buffalo, has been 
formed to deal in grains and feeds. 

J. Jackson Jones, Poughkeepsie, veteran 
feed dealer, died recently after a lingering 
illness. 

George Haubitzer & Co., Bellaire, L. L., 
feed warehouse was destroyed by fire last 
month. 

@ —-- 


PENNSYLVANIA 

Edward S. Thompson, Thompsontown, 
who has operated a flour and feed busi- 
ness since 1916 has closed his mill and re- 
tired from business. 

S. H. Burns, Thompsontown has installed 
a low speed diesel engine in his mill. 

Pritts Feed and Supply Co., Smithtown 
has purchased the O. P. Sharpe mill at 
Mount Pleasant and will operate both the 
feed and flour plant. 

R. J. Martin, Spence Creek has again 
taken over his alfalfa dehydrator after 
having leased it for the past two years. 

C. A. Clabough & Sons, Everett have in- 
stalled a new one ton self loading mixer. 

Walker Bros., Chambersburg, have in- 
stalled a vertical mixer. 

- 


@ BAD AXE Grain Co., Harbor Beach, 


Mich., has installed a new Clipper cleaner. 


@ MAURICE HARVEY, active in grain 
business at Schoolcraft, Mich., for 25 years, 
retired recently. 
@ GRANGE LEAGUE Federation, Ogdens- 
burg, N. Y., has purchased the Taylor Feed 
Mill. Mr. Taylor is retiring after 50 years 
in the feed business. 
@ 
SOYBEAN DINNER 

An entire meal of soybeans in various 
forms was served the members of the 
Chicago Chapter of the Society of Grain 
Elevator superintendents at their monthly 
meeting, July 2. A soy-carrot juice appe- 
tizer was followed by hors-d’oeuvres of 
soy mince sandwich spread, etc. A soy- 
milk ice cream with soy fruities wafers and 
a coffee with soy milk rounded out the 
novel and delightful menu arranged by 
Emil Buelens of the Glidden Co. with pro- 
ducts from the Loma Linda Food Co. of 
Arlington, Riverside, Cal. 
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tween 18 and 64 years of age will 
be mobilized and organized for de- 
fense purposes. 

The problem of the itinerant mer- 
chant trucker was discussed by H. 
E. Fairweather, Fort Wayne, dis- 
trict supervisor, bureau of motor 
carriers, Interstate Commerce Com- 
mission, and employee training was 
demonstrated by Wilson M. Cross 
of South Bend and Edwin T. Voigt 
of Chicago. 

Tuesday morning S. R. Miles, as- 
sociate in agronomy, Purdue uni- 
versity, Lafayette, spoke on ‘‘Which 
Hybrids Shall I Sell” and Don F. 
Stiver, superintendent of the Indi- 
ana state police, Indianapolis, dis- 
cussed check forger protection. Roy 
L. Mossburg, Warren, and Frank 
Pyle, Van Buren, debated the ques- 
tion “How Far Should We Extend 
Farm Credit’’ and Lee Patrick, com- 
modity loan supervisor, Indianap- 
olis, explained the uniform grain 
storage contract and crop loans. 

Interesting discussions at the con- 


| MORTON'S SALT | 


MILWAUKEE 


THE FEED BAG — July, 1940 


Highest Quality 


Prompt Service 


MorTON SALT COMPANY 
WISCONSIN 


vention concerned the display of 
merchandise and charges for public 
weighing. Clay Syler, Vawter Irwin 
and Carl Wilson participated in the 
discussion of merchandising dis- 
plays. J. W. Hubbard and Claude 
Barnes led a weighing forum. 

Many of us, said Mr. Barnes, are 
weighing big trucks for exactly the 
same rate our fathers charged for 
wagons. In addition to that we are 
more frequently serving our compe- 
titors than our customers and con- 
tinually investing more money for 
larger scales in order to do the job. 

A fair schedule of charges for 
weighing, which Mr. Barnes said 
was followed by his firm, is 25 cents 
per load to farmer customers, $1.00 
per load to grain truckers, 50 cents 
per ton to coal haulers and 25 cents 
for less than one ton or 50 cents for 
over one ton of junk. 

Silently in the background but 
alertly on the job of keeping the 
wheels moving, was a soft speak- 
ing man with an ever-burning pipe 
— Fred Sale, secretary of the Indi- 
ana Grain Dealers association. 
Upon adjournment of the conven- 
tion, his job was well done. 


Employment Bureau 


A complimentary, confidential service — 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


FEED SALESMAN and poultry expert—Seven 
years’ experience with large manufacturing con- 
cerns. Well instructed in poultry diseases. Wis- 
consin or vicinity preferred. Refer to No. 1440, 
% The Feed Bag, Milwaukee, Wis. 


WAREHOUSE MAN and truck driver—Four- 
teen years of good experience. Can furnish ex- 
cellent references. Refer to No. 5401, % The 
Feed Bag, Milwaukee, Wis. 


POSITIONS AVAILABLE 


OFFICE MAN with experience in feed busi- 
ness. Good opportunity for willing and particu- 
lar worker. Give all information in first letter. 
— ‘en No. 1640A, % The Feed Bag, Milwau- 

ee, Wis. 


ESTABLISHED feed manufacturer has opening 
for young man with college education. Good 
chance for advancement if you have sales abil- 
+ Give qualifications in first letter. Refer to 

No. 541A, % The Feed Bag, Milwaukee, Wis 


SALESMAN—Sell feed, fertilizer, etc., to farm- 
ers in western Maryland. Splendid dairy sec- 
tion. Salary and bonus. Must have good rec- 
ord. College education preferred but not essen- 
tial. Opportunity to advance to executive posi- 
tion. Give essential information in first letter. 
Refer to No. 614A, % The Feed Bag, Milwau- 
kee, Wis. 


@ PAUL SATHER, King Midas Flour Mills, 
Minneapolis, has just returned from a plea- 
sant two weeks vacation at Park Rapids 
and Bemidji, Minn. 


FOR SATISFACTORY RESULTS 
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CAPITAL 
FLOUR MILLS, INc. 


QUALITY FLOURS 


MINNESOTA GIRL 
GOOD BREAD FLOUR 


ALSO 
A Complete Line of Mill F eeds 
Office: 


CORN EXCHANGE BLDG. 
Minneapolis, Minnesota 


SAVE?! 
time and money by sending your trucks 
to our wholesale feed warehouses. 


MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


ROLLED OATS 


Other DEMON Products 


@ STEEL CUT OATS 

@ WHOLE OAT GROATS 
@ FEEDING OAT MEAL 
@ REGROUND OAT FEED 
® OAT GROAT FLOUR 
@ PULVERIZED OATS 


Des Moines Oat Products 
Company 
DES MOINES, IOWA 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


Specialize in 
GOOD 
CORN a OATS 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


Dairy and 


BULL in a china shop may 

be the height of folly, but 

a calf in a five-and-ten-cent 
store can result in effective adver- 
tising, more business and more 
profit for the feed dealer willing to 
try something different. 

Such was the recent experience 
of the Sugden Feed Co., Inc., of 
Massena, N. Y., when it staged a 
novel.-tie-up with the J. J. Newberry 
Co. store and the Old Homestead 
Dairy Farm of that city. 

Herbert Sugden, proprietor of the 
feed company, arranged with the 
manager of the Newberry store to 
display a live pure-bred Ayrshire 
calf from the herd of the Old Home- 
stead Farm. The calf chosen was 
an outstanding example of the re- 
sults of proper feeding and, of 
course, was nurtured on feed sold 
by Sugden. 

To add interest to the exhibit, 
each of the three participants in the 
stunt offered prizes. For the most 
appropriate name for the calf, the 
Old Homestead Dairy offered a bot- 
tle of milk every day for one month. 

The unusual promotion was an- 
nounced through a full-page news- 
paper advertisement in which New- 
berry’s used a large part of the 
space to plug a department man- 
agers’ Sale, running photos of the 


E. K. STEUL CO. 
MADISON, WISCONSIN 
Manufacturers Representative 

For quality, satisfaction and 
service handle these popular 
Clinton feeds: 
Clinton Corn Gluten Feed 23% P. 
Clinton Sweet’d Gluten Feed 18% P. 
Clinton Corn Gluten Meal 41% P. 
Clinton Toasted Soybean Meal 44% P. 
Linseed Meal 
Oat Products & By-product Feeds 
Blackstrap Molasses In Tank Cars 


Get our prices when in the market. 


display in store 
attracts crowd 


heads of departments. 

On the opening day Mayor R. A. 
Newton visited the exhibit and, to- 
gether with representatives of those 
responsible for the publicity stunt, 
posed for a photograph which ap- 
peared in the newspaper. 

Relating how his firm put on the 
event, Mr. Sugden said, “We went 
about arranging this ‘stunt’ with 
Newberry’s and the Old Homestead 
Farm with these three underlying 
ideas. First, to try to perform a 
service to the community by in- 
spiring our customers to a better 
job. Second, to show the results of 
a good job. (The calf shown was 
an extremely fine specimen.) Third, 
to show a calf which is representa- 
tive of Robert Squire’s (Old Home- 
stead Farm) fine herd and the ex- 
cellent job he does there.” 

Expense of the promotion was 
distributed equally among the three 
participants. And each one pro- 
fessed to be well pleased with the 
results. Newberry’s reported an un- 
usually heavy volume of business 
for the four days; Mr. Squires, own- 
er of the dairy farm, felt that the 
advertising kept his name before 


Clear Quill 


* MINERALS 


| SELL this mineral 

For _ that is really ee 

—it offers a real op- 

te portunity for profits! 

Poultry Advertised in Wal- 

Cattle jaces Farmer. Write 
for details. 


WATERLOO MILLS CO. 
WATERLOO, IOWA 


Cc. W. BURCKHALTER, INC. 


156 FRANKLIN ST., NEW YORK, N. Y. 


Dried Skim Milk 


Dried Buttermilk 
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DISTRIBUTORS 


SUGDEN FEED CO. 


ABOVE, from 


left to 
right: Paul Mclver, man- 
ager, Newberry's; Her- 
bert Sugden, feed deal- 
er; Robert Squires, Jr.; 
Mayor R. A. Newton, 
and Robert Squires, Sr. 


the public and promoted good will. 
Sugden’s found that its sales of calf 
feed were bigger than ever, with 
the stunt attracting attention 
throughout the country. The feed 
company has been asked to put on 
a similar exhibit in Ogdensburg, a 
nearby city, soon. Mr. Sugden said 
that he may show a chick raised 
in a gallon glass jar on good feed 
and now weighing three and one- 
half pounds. 

In speaking of the value of dra- 
matic promotions as an aid in sell- 
ing feedstuffs, Mr. Sugden stated 
that times have changed in the feed 
business, as in everything else. 

“In the old days,” he said, “the 
customers came in and bought feed 
and the dealer never checked up 
on results. There was more em- 
phasis on profit for the dealer than 
on profit for the feeders, while now 
it is felt that the feeders need profits 
first in order to continue to buy 
quantities of feed. That is the idea 
we try to put into practice here.” 

Sugden’s contact every customer 
in the county once a week. Feed 
is delivered to the farm by the firm's 
own trucks whether the order is 
large or small. Mr. Sugden believes 
that the personal contact thus ef- 
fected is invaluable in checking up 
on the results his customers are ob- 
taining from the feed company’s 
products. 


@ WYATT GRAIN Elevator Co., Bogue, 
Kan., was destroyed by fire last month. 
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brook... 


FOR POULTRY 


corns nor dam the 


it’s a perfect product 


OYSTER SHELL PRODUCTS 


NEW ROCHELLE, N. Y. 


remove 


BUT 


~<CORPORATION 


ST. LOUIS, MO. 
LONDON, ENG. 


@ It seems as if nowadays most 
of the progressive stock raisers 
are using these Armour supple- 
mentary feeds: Armour’s 
Digester Tankage (60% protein) 
for oe Armour’s Meat and 
Bone Scraps (50% protein) for 
chicks, and Armour’s Special 
Steamed Bone Meal (65% bone 
phosphate of lime) for an all 
around mineral supplement 


This Man 
is 
Satisfied 
* 

... He’s been feeding 
his hogs Armour’s 
Digester Tankage 


— calves, layers, milkers, etc. 
It’s sort of a lucky thing to be 
an Armour feed dealer. Good 
—- like these sure help to 
uild a dealer’s business, with 
so many up-and-coming live- 
stock raisers wanting them. 
Did you ever stop to think 
about the nice, steady profits 
Armour feeds could put in your 
jeans, too? 


Write to Animal Feed Department 


ARMOUR ann COMPANY «x CHICAGO 


@ 
w 
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Service department foro our senders. Low 
Rates: 35c per line: minimum, four lines 
including heading. 


DIESEL ENGINES FOR SALE 
One 37! and one 50 H.P. Fairbanks Morse, 
Type Y, Semi-Diesel. These engines are priced 
low and we must move them 
CHAS. WOLOHAN, INC. HEMLOCK, MICHIGAN 


MAN WANTED 

Between 25 and 30— sales-minded — college 
education, to develop into an executive posi- 
tion by feed manufacturer already established 
and located in a terminal market in central 
northern territory. Give information you think 
we should have. Write KM 504, % The Feed 
Bag, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, % The Feed Bag, Milwaukee, Wis. 


CORN CRACKER AND GRADER FOR SALE 

Cutter — grader— polisher—aspirator, one ton 
per hr. A-l condition, guarantee. Write CM- mead 
Yo The Feed Bag, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor —used only short time. 
Like new. Bargain for cash. Write MM-116, % 
The Feed Bag, Milwaukee, Wis. 


MAN FOR OFFICE WORK 
With experience in retail feed and fuel busi- 
ness. Good education and handwriting impor- 
tant. Give age, experience and other informa- 
tion. Southeastern Wisconsin. Write RB-640, % 
The Feed Bag, Milwaukee, Wis. 


— eastern 
(Continued from Page Nine) 


in feed because it increases the efficiency 
of the mashes, lowering production costs; 
increases egg production and prevents cer- 
tain deficiency diseases.” 

A discussion period followed during 
which Henry P. Bull, Middletown, N. Y., 
attorney, dealt with the use of liens against 
livestock to collect feed bills; B. D. Sim- 
mons, Sussex, N. J., led a discussion on 
“Government Competition with the Farm 
Supply Business,’” and Secretary Thompson 
pointed out methods of good accounting. 

In the evening there was a large turnout 
for the annual banquet at which Dr. Allen 
Stockdale, dean of the speakers bureau 
of the National Association of Manufac- 
turers, was the principal speaker. 

R. C. Borden, director of sales promotion, 
the Borden Co., New York City, conducted 
an autopsy on selling Saturday morning. 
He precipitated members into the dis- 
cussion by giving them cards on which to 
list reasons why they lose sales. To assist 
them in their choice of reasons Mr. Borden 
read a list of 20 he had prepared. 

The reasons why members of the fed- 
eration lost sales, listed in the order of 
their descending importance, were: 

1. I didn’t know enough about my pros- 
pects business. 

2. I didn’t generate enough desire for 
my product because my body and voice 
were poor means of communication. 

3. The buyer talked price and I had no 
argument to prove he should pay more. 

4. I neglected the customer too long. 
My competitor beat me to it. 


5. I lost the sale because I wasn't a 
good closer. 


Directors were also elected at the con- 
vention. These named for three years were 
Louis F. Camp, Walton, N. Y.; Fred M. 
McIntyre, Potsdam, N. Y.; A. W. Carpenter, 
Sherburne, N. Y. and B. D. Simmons, Sus- 
sex, N. J. Frank C. Demarest, Stamford, 
N. Y., was named to a two year term. 


The following resolutions were adopted 
by the federation: (1) Recommend legis- 
lation which will enable the state of New 
York to collect tolls on the barge canal; 
(2) Urge legislation to enable farmers to 
obtain government aid supplies through 
regular business channels; (3) Ask that 
government agents cease favoritism to- 
ward cooperatives in recommending pur- 
chase of products by the farmer; (4) Urge 
that independent dealers in farm supplies 
be granted the same privileges that are 
given to cooperatives; (5) Recommend that 
three farmers be added to the milk con- 
trol board of New Jersey to give the pro- 
ducers a full voice; (6) Express sincere 
thanks to the men in charge of experi- 
mental schools, and (7) Invite members 
who had experience in the feed industry 
during the World War to offer advice and 
assistance in case of a present emergency. 

The convention concluded with an inter- 
esting “Information Hour” presided over 
by Mr. Sievert. Judges were Dr. Stock- 
dale; Dr. Henry Tully, Simmonds and Sim- 
monds, Inc.; William F. Berghold, editor, 
Rural New-Yorker; Samual Golden, the 
Amburgo Corp., and Dr. L. N. Gilmore. 


Deutsch & Sickert Co. 


741 N. Milwaukee Street 
Milwaukee, Wisconsin 


© Norge Pure Cod Liver Oil 
® Staley’s Corn Gluten Feed 
® Staley’s Soybean Oil Meal 
© Big Chief Meat Scraps 


Grain ¢ Feed « Hay 


(ress 
ETTER RINTING 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications iz 


«FOR FEED CALL” 


“Stormy” 


IOWA FEED COMPANY 
Phone 45177 Des Moines, Iowa 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 
Minneapolis, Minnesota 


ARMOUR’S MEAT SCRAPS 
NOPCO COD LIVER OILS 
MANAMAR—OMALASS 
KELP—STALEY SOYBEAN MEAL 
Maney Brothers Mill & Elevator Co. 


Minneapolis, Minn. 


Now! - Buy SUPERIOR’S -Pure 


Meat and Bone Scraps 
Digester Tankage | 
Bone Meal—Blood Meal 


Superior Packing Co. 
St. Paul, Minn. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either Prompt or deferred inseed Meal. 
Save Money. “Stand by Stan.” 
A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


Now! Unequalled for making 
Wheat Germ food —s in sex fertility 
~ growth. This blend 

and Carrot Oil rich vitamin oils 
from fresh wheat in and carrots is pro- 
duced in our own laboratories. Quality and 
potency guaranteed. Write for descriptive 
literature and low prices. Distributors wanted 
Nutritional Research Laboratories, Inc. 
Department 10 é South Whitley, Ind. 


Feeding Oat Meal 
Meat Scraps — Beet Pulp 
Malt Sprouts 
Clo-Trate — Cod Liver Oil 
North East Feed Mill | Company 


MINNEAPOLIS NNESOTA 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since '92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


OccIDENT 


MIXED FEED 
lo. 
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“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS 
CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


Distributors of: 


C-A WOOD PRESERVER SUNSET BRAND FEED 
(Carbolineum America) (an exclusively milk product) 


oil. High in flavin, milk albumen, 
most permanent poult 

mite preventative knowns. milk minerals. 

The only carbolineum guar- 
anteed by affidavit. 


WRITE US FOR FURTHER INFORMATION 


CLO-TRATE 


Cod Liver Oil fortified in 
vitamins A and D. 


Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


(Higher in Protein) 


2. TENNANT & HoyYT Co. 


LAKE CITY, MINN. 


= 


American Corn Millers’ Federation.................. 47 
Arcady Farms Milling Co 6 
Armour & Co 55 
Atkins & Durbrow, Inc 27 
Blatchford Calf Meal Co 5 
The Borden Company 14 
Broadway Press 56 
Bunge Elevator Corp 49 
C. W. Burckhalter 54 
Calcium Carbonate Co 40 
Capital Flour Mills Inc 54 
Cargill, Inc. 53 
Cereal Grading Co 54 
Classified Advertisements 56 
Herbert K. Clofine 49 
G. E. Conkey Co 50 
Corn Products Sales Co 44 
Denver Alfalfa Milling & Products Co........... 50 
Des Moines Oat Products Co... 54 
Deutsch & Sickert Co 56 
Doughboy Mills, Inc 

Dreyer Commission Co 56 
Duplex Mill & Mfg. Co 46 
Eastern Grain Elev. Corp 52 
Feed Supplies, Inc 54 
Geo. Foust Co 46 
Franke Grain Company 5 
51 
Fruen Milling Co 47 
General Biochemicals, Inc 58 
Hiawatha Grain Co 52 
Hotel Endicott 48 
Hotel Fontenelle 58 
Hotel Imperial 58 
R. R. Howell Co 45 
S. Howes Co. Inc 5 
Hubbard Milling Co 8 
T. E. Ibberson Co 42 
Iowa Feed Co 56 
Kasco Mills ee 
King Midas Flour Mills 60 
La Budde Feed & Grain Co 45 
Lapp Laboratories, Inc 

Limestone Products Corp. of America............ 25 
Maney Bros. Mill & Elevator Co 56 
Memphis Merchants 52 
Midland Hay & Feed Co 56 
Mill Mutual Fire Prevention Bur.................... 48 
Morton Salt Co 53 
Murphy Products Co 59 
Napthole, Inc. 13 
National Food Company 49 
National Molasses Co 49 
National Oil Products Co 46 
New England By-Products Corp... 18 
Northeast Feed Mill 56 
Northrup King & Co 16 
Nutritional Research Laboratories, Inc......... 56 


Oyster Shell Products Corp 
Philip R. Park, Inc 


Pecos Valley Alfalfa Mill Co.......ccccecsseeeeeeee 57 
Chas. Pfizer & Co 46 
Prater Pulverizer Co 36 
Purina Mills 
Quaker Oats Co 38 
Rapids Machinery Co 41 
Russell-Miller Milling Co 56 
Ryde & Co 40 
Dr. Salsbury’s Laboratories. 32 
Sidney Grain Machinery Co........ccccseeseeeeees 58 
Silmo Chemical Co 28 
Soya Processing Co 57 
E. R. Squibb & Sons 22 
A. L. Stanchfield & Co 56 
E. K. Steul Co 54 
Strong Scott Mfg. Co 3 
Sunset Feed & Grain Co 57 
Superior Packing Co 56 
Swift & Co 51 
Tennant & Hoyt Co 57 
Tobacco By-Products Co 20 
Toledo Soybean Products Co... 50 
Vio-Bin Corp. 31 
Vy-Lactos Laboratories, Inc 34 
Waterloo Mills Co 54 
Werthan Bag Corp 5 
White Laboratories, Inc 10 
Wilson & Co 44 


Firms that spend money to build a will are 
less likely to do anything that might nullify the 
effect of their advertising than firms making no 
such investment. It will pay readers to trade with 
The Feed Bag advertisers. 


Wooster Brand 
Soybean Oil Meal 


41% Protein 
4% Fat 


Expeller Improved 
Processed Quality 


= = Try It : ‘4 4 

= = Pecos Valley Alfalfa Mill 

= = e Hagerman, N.M. 

E You Will TRY OUR 

Z Like It PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


SOYA PROCESSING CO. 


505 PALMER ST. TEL. 59 
WOOSTER, OHIO 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


THE FEED BAG — July, 1940 


e57 e 


TO 
| 
: 
= 
& 
= 
om 
loaf - 2 
AS 
100 LBS. NET 
Pecos\alley 
Vay 
= 
3 


Style Comfort Facility 


PREVIE W 


Hotel Fontenelle sets the style for the future! Scores 
of new features - with modern, beautiful interiors 
throughout the lobbies, dining and entertainment 
rooms, guest rooms, and convention rooms - have 
made the Fontenelle an outstanding hotel of the 
United States, in beauty, in comfort and convenience. 


HOTEL 


cost source VITAMIN A 


Forget mixing troubles— cut your mixing 
costs — insure ample vitamin A content in 
your feeds with Caratone, the new free- 
flowing powder. 


Caratone, a carotene product, is nature’s own 
source of vitamin A. It provides vitamin A activ- 
ity as found in yellow corn, carrots, tomatoes 
and leafy plants. Of vegetable origin, and palat- 
able, Caratone not only saves time and cost—but 
definitely adds to the acceptance of your feeds. 


Write for Full Information 
Get the Caratone story now — see how easy it 
is to mix—how easy to handle. Packed in kraft 
lined jute bags, there are no drums to bother 


Your customers, too, will appreciate the 
extra values of feeds fortified with Caratone. 


GENERAL BIOCHEMICALS, INCORPORATED 
Dept.10 © 418 Republic Building ¢ Cleveland, Ohio 


SIDNEY MIXERS 


increase profits, 
reduce costs 


Make more money by 
mixing feed faster and better 
with Sidney Mixers. Low in- 
itial and operating cost guar- 
antees a larger margin of 
profit. Sidney Mixers are giv- 
ing quiet, dependable service 
in hundreds of mills all over 
the country ... they'll prove 
to be a profitable investment 
for you, too! 


Manufacturers of: 


Corn Crackers and Graders 

Grain and Seed Cleaners 

Electric Truck Hoists 

Ear Corn Crushers 

Corn Shellers 

Feed Mixers 

Elevators Write today for complete 
details on machinery you 
need — no _ obligation. 


THE GRAIN MACHINERY 60. 


“Manufacturers for over 75 years” @ SIDNEY, OHIO 


’ 
NEW YORK 
Hotel Location 
FOR WORLD'S FAIR 
VISITORS 


@ Enjoy the wonderous attractions of “The 
World of Tomorrow” on the budget of 
TODAY! Hotel Imperial rates are exception- 
ally moderate and its location unsurpassed. 


@ ONE BLOCK FROM PENN STATION 
AND LONG ISLAND R. R. TERMINAL 


@ WITHIN A 10 MINUTE RIDE OF THE FAIR 


@ JUST A STEP TO EMPIRE STATE BUILDING, 
FIFTH AVENUE, BUSES AND SUBWAYS 


HOTEL 


IMPERIAL 


BROADWAY CORNER OF 32nd STREET 


SINGLE RATES ATTRACTIVE 


DOUBEE LARGE GROUPS 
From 2 
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profits 


YOUR Summer 
FEED BUSINESS 


NOW is the time Bi. wide-awake Feed Dealers “dig 
out” those unseen orders and EXTRA Profits that are 
often overlooked. They’ re there all right! Even in the 
Summertime when sales are tough, there are many 
overlooked orders lying around in your locality. Here’s 
the way Murphy’s help you to dig ‘em out! 


Thrifty farmers and feeders know that ordinary pasture 
is not enough to build healthy, profitable herds and 
flocks. They know that it pays them well to bolster up 
grass rations with a good protein, mineral, vitamin Con- 
centrate. They know that Murphy’s Concentrates are 
GOOD Concentrates because we're telling them about 
it every week on three big Farm radio stations. 


All of these farmers and feeders offer you EXTRA Sales 
and EXTRA Profits when you show them how Murphy’s 
Concentrates can give them better results and lower 
feeding costs. We help you do this through better adver- 
tising, trained re-sale men, modern merchandising meth- 
ods, and topnotch products. Thousands of feed dealers 
are getting those “Overlooked Orders” and “Hidden 
Profits” with Murphy's this Summer. You can get them 
too, if you handle Murphy's and we will help you. 


MURPHY PRODUCTS CO. ¢ BURLINGTON, WIS. 
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FLOUR 


igo quality of wheat governs the quaiity of flour. 
It takes the best wheat to make the best flour and 
King Midas is proud of its facilities for buying and 
storing the finest wheat available. We operate 
hundreds of country elevators, strategically scattered 
throughout the spring wheat belt, together with mil- 
lions of bushels of grain storage capacity at Minne- 
apolis and Hastings. As a result, we are always as- 
sured of a source of supply from which to choose just 
the type of wheat necessary to maintain the constant, 
never failing quality of King Midas flour. 


“The Highest Priced Flour in 
America and Worth All It Costs” 


KING MIDAS FLOUR 


MINNEAPOLIS, MINNESOTA 
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